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The pay-off in the retail 
lock business comes when 


you handle a line with 





PRODUCT 
FEATURES 


There are plenty of 
talking points in YALE 
locks, highlighted by 


such exclusives as: 





PROMOTION 
IDEAS 


Behind each type of 
lock, YALE puts a pro- 
motional campaign 
that extends from na- 
tional advertising to 
point-of-sale display 
boards. 





BRAND 
RECOGNITION 


And behind the sales 
promotional program 
is the traditional ac- 
ceptance by the Ameri- 
can public of the name 
YALE as representing 
the utmost depend- 
ability in lock pro- 
tection. 





“ONE-ARM" NIGHT LATCH 
the most convenient ever made 


Reo 
bet 


SATURDAY EVENING POST 


~YALE~ 


The ALLELE Yale helfrs make the sale 


“3-WAY" CUPBOARD AND 
DRAWER LOCKS 


adaptable to three 


SUPER PIN-TUMBLER PADLOCK 
with case-hardened steel shackle 


Seniay AUXILIARY | 
Pratection LOCKS en 
- SS 


AUXILIARY LOCK 


ONE-ARM" WINDOW DISPLAY MERCHANDISER 





THE YALE & TOWNE 
MANUFACTURING CO. | 


STAMFORD, CONN. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fait wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. ; The Editors 
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AMERICA’S NEWEST... 
MOST COMPLETE LINE 
Of SEAMLESS DRAWN 
BATHROOM CABINETS 








The only seamless line made in a complete range 


of 4 cabinet sizes in 36 models. Available to 








jobbers and dealers who are fed up with slow 
deliveries, high prices for medium quality with 
small profits. 


PACKARD has come to the front producing one 
of the country’s leading lines of bathroom cab- 
inets with a real merchandising plan . . . a mod- 
ern floor display stand on which are mounted any 
4 models in the line. Customers are invited to 
see for themselves because the display stand in- 
vites point-of-sale investigation. The stand has 
an all important place in the sale of the PACK- 
ARD line of Bathroom Cabinets. 


To our many friends who requested the 
Packard catalog and were disappointed— 
we have a reprint now and it is yours 
for the asking. 


We’re Sorry! 
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| N Monthly Business Report Reveals Sales Drop SKIP MARKUP rel 
By Most Building Materials Dealers . — — vg Mager 
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too early to call this reduction in business a trend. The first of the tion’s largest home builders, Levitt 
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and the buying public. The potential demand for building mate- Levitt’s newest model, a four- | 
rials is still heavy. It still remains to be seen if a low cost housing room house equipped with radiant 
program, a reduction in prices, and the emergence to creative heating, automatic laundry, refrig- | 
retail selling will start the customer buying again. erator and stove is selling for 
inge P sities $7,990. Levitt “"" “4 oil gee | 
ercen nn eel home furnaces. First, he tried a 
> to Jan. 1949 Jan. 1949 direct buying deal with a small 
Cities Compared with Compared with furnace maker. G. E. heard of it | 
low Jan. 1948 Dec. 1948 and offered to do business on the 
ith — same basis, at the same time under- | 
” ae gen, nell Pha ho dee ath = — 7 cutting its competitor’s price. 
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The Dealer Products File is so 
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lyn cciugaa wey oer this great book will be out in 
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Columbus ...._...._....... —33 —50 building methods and greater stand- | 
es ina —20 ardization of material and equip- 
Youngstown ............. —. i ment sizes, James M. Ashley, presi- . | 
Pa: Philadelphia .__.. _ 3 —12 dent of the Producers’ Council, 
— eee +% —s ge Construction Meth- | 
. [: Providence................ +54 ~<a ods Committee is currently review- 
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nergy, an ee —29 —25 the technical services department 
San Antonio............. —40 —32 of the National Association of 
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other house parts, and standard 
dimensions of wall materials for 
various stud spacings, Mr. Ashley 
said. 

The outstanding development in 
the field of standardization so far 
is the adoption of modular coordi- 
nation which saves both time and 
materials by correlating the dimen- 
sions of materials used together in 
homes and other buildings. 


REINSPECTION CHARGE 


Western Pine daily rate 
increased from $25 to $30 


CHARGES for lumber reinspec- 
tions by Western Pine Association 
inspectors will be raised from $25 
to $30 per day on March 1, the as- 
sociation reports. 

W. E. Griffee, assistant secre- 
tary-manager, said that increased 
salary, hotel and travel expenses 
prompted the board of directors to 
boost the rates. 

The new charge will be a flat 
$30 per day for the time required, 
including necessary time for travel 
to the job, for all shipments orig- 
inating within the Western Pine re- 
gion. For reinspection of lumber 
shipped on Western Pine Associa- 
tion rules by mills anywhere out- 
side the region, the charge will be 
$30 per day plus hotel and travel 
expense. The $30 plus expense rate 





will also apply on all certification 
work. 
DEADLINE MARCH 1 

The Western Pine region covers 
the 11 western states east of the 
Cascades and the California Red- 
wood region plus the Black Hills 
of South Dakota. The new basis of 
charges will apply to all requests 
received on and after March 1, 1949 
and will be the same whether stock 
is shipped by an Association mem- 
ber or a non-member. 

Griffee said that requests for re- 
inspection should always be accom- 
panied by a copy of the invoice and 
the names and addresses of the 
shipper and any other parties to 
the transaction. A $100 per car 
deposit is required from non-mem- 
ber companies ordering reinspec- 
tions. 


GOOD IMPROVEMENT 


Non-farm residential building 
for February up 6% over 1948 


PRIVATE non-farm residential 
construction put in place in Feb- 
ruary amounted to $425 million, 6 
percent above February, 1948, the 
Commerce Department reported. 
The February figure was 13 percent 
under January; however, this was 
“less than a normal drop,” the De- 
partment reported. 

The February figure brought the 
total new construction in 1949 to 
$2,400 million or 11 percent higher 
than in the comparable period of 
1948. 
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| didn't know you were in the hospital 


last year Sheppard — what month was it ?”’ 





PRICE CUTS 


Libbey-Owens-Ford, Armsirong 
make reductions of 5 to [5° 
PRICE REDUCTIONS by two 
major manufacturers of building 
materials were recently announced. 
Libbey-Owens-Ford Glass (o. at- 
tributed a 5 percent reduction in 
the factory price of Thermopane 
to higher sales and improved manv- 
facturing techniques. G. P. Mac- 
Nichol, Jr., vice-president of Lib- 
bey-Owens, said several manufac- 
turers are making wood and metal] 
sash for the company. 

Lower prices on ground cork, the 
principal ingredient of corkboard, 
were credited for the 10 to 15 per- 
cent cut by Armstrong Cork Co. 
for all corkboard orders received 
after February 25. The cork is 
used mainly as insulating material 
in places where low temperatures 
must be maintained. It was the 
first major price reduction in Arm- 
strong products. 





Competition means_ shoppers. 
Shoppers want product informa- 
tion. AL&BPM’s Dealer Products 
File gives you that information 
in concise, accurate, readable 
form. Illustrations galore. New 
edition out in April! 





RENTAL SITUATION 


Fewer units, fewer persons 
per room make for shortages 

THE country’s rental housing 
supply, consisting of 16,500,000 
nonfarm units, is in better struc- 
tural condition and better equipped 
with modern facilities than in 1940, 
but is being less intensively used, 
according to Melvin H. Baker, 
chairman of the Construction In- 
dustry Information Committee. 

“The proportion of rental units 
in good structural condition has in- 
creased from 84 percent to 89 per- 
cent, according to Census Bureau 
surveys,” Mr. Baker said. “The 
proportion with private toilets and 
baths has increased from 63 per- 
cent to 73 percent since 1940. 

“Much of the improvement has 
come from new construction, but 
it is apparent that many owners of 
rental property have invested in 
improvements in the hope of qual- 
ifying for increased income under 
rent control. 


FEWER PERSONS PER UNIT 
“Occupancy standards also are 
higher, since there are fewer per- 
sons per rental unit and per room 
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Offers the Kind of 
LITY 


your 
customers 
want today 


Make no mistake—quality and value count in sell- 
ing today. Your customers are alittle more “choosy.” 


Kinzua “Quality Guaranteed” 100% Kiln Dried Pon- 
derosa Pine is the kind of lumber that is making 
sales on merit today. 



















Kinzua Pine comes from fine quality timber—from 
the Kinzua Tree Farm—where reforestation is car- 
ried on on a scientific basis. 


Progressive in forest policies, Kinzua is equally 
forward-looking on other matters. Kinzua is con- 
stantly improving its manufacturing facilities. 


Kinzua was one of the first Ponderosa Pine Mills 
ever built without a lumber yard, if not the first. 
Kinzua Pine is 100% Kiln Dried—100% stored and 
loaded under cover. 


Kinzua manufacturing, grading, inspection, han- 
dling and loading standards are exacting. 


Kinzua Pine is the lumber you need in today’s 
market. 


Straight or mixed cars, including our 
famous “Architect Designed" Ponderosa 
Pine window and door frames, mouldings, 
finish, bevel siding, ceiling, casing, base, 

oe ’ ; paneling, common and Fir dimension and 
ae ts \ =. it ee ~ boards. 






KINZUA PINE MILLS CoO. 
KINZUA, OREGON 


~MEMBER NATIONAL DOOR MFRS. ASSN. MEMBER WESTERN PINE ASSOCIATION 
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than in 1940. In other words, the 
rental supply now is less intensively 
used. There has been a 6 percent 
decline in the number of persons 
per unit since 1940. _ 

“Although the total rental hous- 
ing supply has shrunk more than 4 
percent since 1940, there has been 
a 4 percent increase in the number 
of rental units occupied by only 
one or two persons. The improve- 
ment in space occupancy standards 
has been greatest for this group of 
tenants. 

“The typical number of rooms in 
rental units is somewhat smaller 
than in 1940. There have been in- 
creases in the number of units with 
3 or 4 rooms, but sharp decreases 
of 22 to 40 percent for units with 
6, 7, 8, or more rooms. 

“Thus, we have many abnormali- 
ties and contradictions in our post- 
war housing situation. We have a 
shrinking supply of rental housing, 
because so much of it has been sold 
for owner occupancy as a result of 
rent control. What we have left is 
used by fewer people. What we 
have fed into the supply through 
construction activity has on the 
whole improved the physical char- 
acter of the supply.” 


PUBLIC RELATIONS 
Deadline for entries in second 
NRLDA contest is September 16 


DETAILS of the second annual 
public relations contest sponsored 
by the National Retail Lumber 
Dealers Association have just been 
announced. 

The contest deadline is Sept. 16, 
1949. Here are the rules covering 
the preparation of entries: 

1. Ten copies of a manuscript 
explaining the problem, the solu- 
tion and proof of effectiveness of 
the public relations program must 
be sent to the National Retail Lum- 
ber Dealers Association, 302 Ring 
Building, Washington, D. C. not 
later than Sept. 16. 

2, ONLY ONE COPY OF 
EACH EXHIBIT need be sent to 
the National office, but all exhibits 
must be received not later than 
Sept. 16, 1949. 


3. Material submitted by deal- 
ers should cover only activities en- 
gaged in between Sept. 10, 1948 
and Sept. 10, 1949. 

4. Judging of the manuscripts 
will take place in Washington, D. C. 


10 


on Sept. 30 and winners will be 
notified so they can be present to 
receive the awards in person at the 
annual meeting, before the board 
of directors. 2 


5. All entries must bear a clear 
designation of the organization 
that prepared them including the 
population of the town in which 
the business unit operates. 


HOW ENTRIES ARE CLASSIFIED 
Awards will be given in the fol- 
lowing classes: 


Class No. 1—Yards in towns with 
populations under 1,000. 

Class No. 2—Yards in towns with 
populations of 1,000 to 5,000. 

Class No. 3—Yards in towns with 
populations of 5,000-to 50,000. 

Class No. 4—Yards in towns with 
populations of 50,000 to 100,000. 

Class No. 5—Yards in towns with 
populations of 100,000 to 500,000. 

Class No. 6—Yards in towns with 
populations over 500,000. 

Class No. 7—Dealer Group pub- 
lic relations programs. 

A single Industry - Engineered 
Homes Award of a bronze plaque 
will be made. All entries in the 
seven classes named above which 
include the construction of an I-E 
home as part of the public rela- 
tions program will be automatically 
entered and judged separately for 
the I-E Home Award, whether or 
not such an entry has already re- 
ceived an award in one of the seven 
classes above. Any organization can 
submit its I-E Homes Program car- 
ried out in the community as an 
entry to be judged for this special 
I-E homes award. 

Dealers may enter their public 
relations programs in three ways: 


1. By sending its public rela- 
tions program entry including pho- 
tographs, documents (advertising, 
publicity, promotional materials, 
sample letters, etc.) in book or dis- 
play form and 10 copies of an out- 
line briefly explaining the problem, 
solution and proof of effectiveness 
of this program directly to the di- 
rector of public relations, NRLDA, 
302 Ring Building, Washington 6, 
D. C. 

2. The staffs of any member 
state or regional associations may 
submit entries of yards in their 
own areas which they believe from 
their experiences and first-hand 
knowledge are worthy of prize-win- 
ning awards. 

3. Trade journal editors in the 
field may stimulate the entry of 
any dealer’s program within his 
knowledge or which he has pub- 


lished between Sept. 10, 1948 ang 
Sept. 10, 1949. 

The judges, as last year, will be 
the editors of the nine leading 
trade journals in the buildiny ma- 
terials field. 





WHO IS YOUR 
CUSTOMER? 


Carr, Adams & Collier Co., Bulletin 


A customer is the most im- 
portant person ever in this 
office or store or factory, 
either in person or by mail. 

A customer is not dependent 
on us. We are dependent on 
him. 

A customer is not an inter- 
ruption of our work; he is the 
purpose of it. We are not do- 
ing him a favor by serving 
him; he is doing us a favor 
by giving us an opportunity 
to do so. 

A customer is not an out- 
sider to our business; he is 
part of it. 

A customer is not a cold 
statistic; a name on a filing 
ecard or a ledger sheet; he is 
a flesh-and-blood human being 
with biases, prejudices, feel- 
ings, and emotions like our 
own. 

A customer is not someone 
to argue with. Nobody ever 
won an argument with a cus- 
tomer. 

A customer is a person who 
brings us his wants. It’s our 
job to fill them profitably—to 
him and to ourselves. 











1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 

April 7-8—New Jersey Lumbermens Associo- 
tion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
Lumber Assn., Los Angeles, Calif., Ambasse- 
dor Hotel. 

April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 

April 28-29-30—Tennessee Lumber, Millwork 
& Supply Dealers Association, Andrew John- 
son Hotel, Knoxville, Tenn. 

May 6-7-8—Arizona Retail Lumber & Bldg. 
Supply Assn., Douglas, Ariz., Gadsden, Ariz. 
Note: Convention schedules for the following 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 
June 8-9-10—South Dakota Retail Lumber- 
men’s Association, Rapid City, S. D., Munict- 
pal Auditorium. 
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STABILIZATION is the big word in Washington, 
at present, a hope more than a sure thing. Inflation 
—the term that enchanted Joe Citizen one day and 
scared the pants off him the next, depending on 


whether he wanted to sell or buy—is now shabby 
from long wear. Disinflation, the dude name for a 
small corrective bust, never did catch on; sounded 
too much like “mortician’ and caused blizzards up 
and down the spine. 


CONTRADICTIONS continue to blow around; 
making the future a hard course to sail. Business, 
quite frankly, is storm minded; more so it would 
seem than at any earlier time since the Japanese 
quit. Some business economist, though not all, 
share these fears of declining levels. Government 





analysts generally do not. Hence the hope of the . 


innocent bystander that events will balance and 
give us stabilization, near the present averages. 


THE COURSE OF PRICES is slightly downward; 
though irritated housewives say they find no such 
trend at the corner store. The wholesale price in- 
dex, however, is lower. Department of Commerce 
reports that manufacturers’ inventories have in- 
creased by about twice the usual seasonal per- 
centages, due to slack retail sales. The Census 
estimates 3,200,000 unemployed; biggest bad news 
of that kind for about six years. 


GOVERNMENT EXPERTS, on the other hand, tell 
us the first quarter of ‘49 is a lot like the first quar- 
ter of ‘48 and that this year probably will do the 
same kind of upswing. Sure enough, there’s more 
unemployment; but, believe it or not, there’s also 
more employment. About 200,000 more people em- 
ployed in January, ‘49, than in January, ‘48. 


FARM AND FOOD PRICES, at this writing, are 
a little stronger; steel production is at a new high; 
business investment in new equipment and new 
plants took the usual winter drop but didn’t fall as 
far as last year. In fact business is spending about 
a billion dollars more for these items during the 
‘irst quarter of ‘49 than during the first quarter of 
48. So there could be—emphasis on the “could” 

-some more brisk boom this year. 


HOME BUILDING COSTS: The industry doesn't 
igree with itself completely about the trend. Ac- 
‘ording to one nation-wide builder survey, build- 
ng costs will drop by five percent this year; with 
most of the saving due to higher labor efficiency and 
ess payment of premium and overtime wages. 
"hese builders think construction costs will continue 
2 decline slowly for the next five or six years; but 
‘nat's pretty long range percentage guessing. 
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EASTERN DEALERS, on the contrary, think build- 
ing costs will increase this year by possibly five 
percent. Some types of building labor are getting 
six times as much wage payments as they got ten 
years ago and are not apt to take a cut unless 
there's a really tough shakeout; something that 
isn't expected. Note that the Committee on the Eco- 
nomic Report feels pretty good about 1949; says it's 
going to be a big business year. 


WHY WORRY? One reason is that the pattern 
isn't as simple as the Federal economists would 
make it appear. Supply lines are filling, and mar- 
ginal operators are having tougher times holding 
competitve markets. Another reason is that when 
Joe Citizen thinks he sees a spook he acts precisely 
as though he had seen a spook. Well, Joe thinks 
he sees the end of the boom; and he’s acting like a 
man saving money. 


CONSTRUCTION VOLUME: Most analysts, in and 
out of the industry, expect a big year in residence 
building. Many of them count on house construc- 
tion, together with Federal armament spending and 
increased State and Federal public works, to block ° 
any drift toward an economic decline. But the fore- 
casters are not sure. They think, in any event, that 
business has turned a corner and has walked into 
some lasting changes. 


CONSUMER RESISTANCE is a fact; not a bogie. 
Joe Citizen says to himself, ‘Unnecessary debt is 
a good thing not to be in.” He knows that price 
disparity as among lines is leveling off. While new- 
home prices haven't advanced as much in percent- 
ages as have other basic lines, Joe thinks they're 
high. Some pleasant chat is indicated about these 
prices; also about what is an unnecessary débt. 


REGULATION W, to the surprise of most people 
in the capital, apparently including the Federal Re- 
serve, was eased off. Buyers now have 21 months 
in which to pay for goods bought under the regula- 
tion; and minimum down payments, save for motor 
cars, have been reduced. It's a standard deflation- 
checking move. ‘The President defended it by say- 
ing there were two spirals; one upward and one 
downward. Both, he thought, ought to be checked. 


LEGISLATION: Impossible in the current capital 
chaos, to make firm predictions. .. . Despite the fight 
by the industry, some sort of public-housing bill will 
be passed... . A hard fight will be made against 
the extension of the wage-hour law; but no predic- 
tion. ... E. H. Libbey, of the NRLDA, has made an 
exhaustive study of farm-type grain storage bins. 
State and regional association secretaries are fa- 
miliar with plans locally approved for thesé build 
ings. 
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WATCH CELOTEX IN ’49... 


CELOTEX 
IS ON THE MARCH 


with the 


greatest advertising drive in its history 





to increase business for Celotex dealers 


and the entire building industry 
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This I-E home, sponsored by Denver dealer, 
resulied in thousands of dollars in new busi- 


ness When it was opened to the public. 


Stuokesberry brothers (right, below) who 
G.. &. 
Stookesberry, left, coordinator of the building 
industry department, University of Denver; 
and LL. A. Stookesberry, manager of Economy 
Lumber & Hardware Co., Inc., which supplied 


were responsible for the project: 


materials. 
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Floor plan of original I-E home was modified to 
increase comfort and _ livability. 








|-E Open House Pulls New Business 


Four new houses and several thousand dol- 


For Denver Dealer 


SING A MODIFICATION of 

the Industry-Engineered 
home plan, the Economy Lumber 
& Hardware Co., Denver, Colo., at- 
tracted more than 500 people to 
its demonstration home, recently 
opened to the public. 

Besides valuable word-of-mouth 
publicity, here are some tangible 
results: four houses were started 
as the result of the open house— 
materials to be furnished by the 
Economy Lumber & Hardware Co.; 
estimates were given for at least 
15 proposed houses many of which 
will be started in the spring; 
sizable quantities of materials were 


furnished on jobs already under. 


way after owners had visited the 
demonstration house. 

No attempt was made by Man- 
ager L. A. Stookesberry, or his 
brother, O.°K. Stookesberry, coor- 
dinator of the building industry 
department at the University of 
Denver and who is occupying the 
hone, to build a low-cost house. 
Nevertheless, an estimated three to 
fiv. percent saving was effected 
by utilizing the modular plan of 
construction. 


o 


Buitpinc Propucts MERCHANDISER 


THE LOCAL building code pre- 
vented the use of several money- 
saving suggestions. For instance, 
the builders could not erect a roof 
truss from 2x6 rafters and 2x4 
ceiling joists placed 24 inches on 
center; the recommended back-to- 
back arrangement of kitchen and 
bathroom was not adopted as prac- 
tices of subcontractors in the area 
eliminated the possibility of sav- 
ings. 


lars in materials sales result from promotion 
idea sponsored by Economy Lumber & 
Hardware Co. 


Lath and plaster instead of dry 
wall construction were used 
throughout, except one room which 
was finished in knotty western 
pine. 

Certain economies were achieved 
by following these principles: 


1) Using standard readily avail- 
able products. 


2) Designing the plans to facili- 
(Continued on page 70) 


Builders’ Cost Breakdown of Modified Industry-Engineered House 


Lumber ............... $ 2,462.30 
Millwork ............... 1,154.56 
Carpenter and common 

TR as 1,471.90 
Footing and foundations. . 

(labor & materials)... .. 699.70 
Walks, drives and floors 

(labor & materials)... . . 527.07 
Lath and plaster 

(labor & materials)... . 961.84 
Excavating and gradin 

(labor & materials)... . . 155.00 
Painting (labor & materials) 616.80 
Plumbing (subcontract) .. 1,200.00 
Heating (subcontract) ... 650.00 


Gutters (subcontract) .... 98.00 
Wiring (subcontract) .... 411.49 
Electric fixtures ......... 93.89 
Finish hardware ........ 154.02 

Insulation 
(labor & materials)... . . 91.73 
Roofing (labor & materials) 176.47 
Steel tile (subcontract)... 95.00 
Linoleum (subcontract)... 1131.65 
Waterproofing ......... 22.62 
Ges services ............ 29.00 
Building water ......... 6.40 
Building permit ......... 24.00 
$11,233.44 


33 

















Tools (below) are 
given special em- 
phasis by wall and 
shelf displays. 


Millwork de- 
partment is 
one of the 
four major 
divisions of 
the James 
Lumber Co. 
business, 
Well - equip- 
ped shop 
turns out 
wide variety 
of custom 
work, 
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Rough and 
finish ha r d- 
ware (left) is 
given promi- 
nent display 
space. 





RR ECOGNITION for achieving 
a building materials ware- 
house and store that is as pleasing 
to the eye as it is functional has 
been accorded James Lumber Co., 
Springfield, Ohio. The company re- 
ceived an award in the commercial 
classification in state-wide competi- 
tion sponsored by the Architects’ 
Society of Ohio. James Allen Reed 
of Dayton was the architect. 
Located in the residential section 
of the city, the store and ware- 
house with its gable roof design 
received high praise in the jury’s 
report for its admirable use of 
lumber and harmony between the 
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SALES 4 OFFICE BUILDING 
SCALE 4° O 


store building and warehouse. The 
new store opened last May. 


J. Warren James, president of 
the company; the architect, Mr. 
Reed, plus the James Company staff 
and jobbers, all cooperated in the 
planning of the building materials 
displays. The company’s four ma- 
jor lines are lumber, hardware, 
paint and millwork. The manage- 
ment of the firm has been in the 
James family for three generations. 


“Our business is founded on qual- 
ity, service and courtesy,” says 
Manager J. Douglas James. “It is 
our policy to give the ten-dollar cus- 
tomer the same courtesy as the 
$10,000 one. We find that in the 
long run one satisfied customer is 
worth five others. Our prices are 
based on a policy of rapid turn- 
over.” 


Sectionalized paint display encourages 
customer curiosity and buying. 
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James Lumber Co., located in a residential neighborhood, recog- 
nized by Architects’ Society of Ohio for excellence of design 
















































































The 
of f ; igi 2? oO Architectural design of 
Mr. . James Lumber Co., 
taff i 7 (above) Springfield, 
the | ——_ Ohio was awarded a 
: ff prize in the commercial 
ials / classification of a state- 
ma- \ wide contest sponsored 
ar | by the Architects So- 
are, ( \ 
wge- | | city of Ohio. 
the ae ge 
ons. I jd me Rear and ‘side views 
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says | JLumeer| | LUMDSER RACKS : STORM — mber Co. — 
hat oe RACKS Bis ere 18 a goo 81Ze 
t is | show window fronting 
cus- | sia i a oa on the street although 
the the entrance of the store 
h | is at one end of the 
the | ae store adjacent to the 
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Shingles—siding—roofing display is at eye level, affording customers 





an excellent opportunity to see how these products look when applied. 
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PLOT PLAN SHOWING LAYOUT OF SHEDS 
scars Jic™ +1" O° 
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©. Screens and Wire Cloth 


SALE 


OST NEW HOUSES come 

equipped with screens. Those 
that don’t are screen prospects the 
first warm days of spring. But it 
is in the older house field where 
the big opportunity for screen sales 
and profits exists. 

It is an established practice for 
salesmen to find reroofing pros- 
pects by driving down the street 
looking for worn out shingles. The 
same method is not practical for 
finding screen prospects, yet there 
are far more homeowners with 
worn screens than roofs. 

The problem is how to find the 
prospects, and then how to sell 
them. Advertising, tied into a 
merchandising program that is 
keyed to service, seem to be the an- 
swer. 

The suggested advertisement 
hits at the heart of doing a real 
job of selling screens and wire 
eloth. It shows the prospect how 
he can get screen wire the way he 
wants it: applied to the screen 
frame ready to use. 

Replacing screen wire looks like 
a simple job, but it is one the 
homeowner steers clear of. The 
most he does is to try to weave on 
patches. In the meantime, hooks 
come out, the screen cloth sags, and 
the frames become loose in the 
joints. The job never seems im- 
portant enough to buy materials, 
then find a carpenter to do the re- 
pair work. Consequently, needed 
repairs go undone and possible 
sales are not made. 

Hence a merchandising policy 
that calls the homeowner’s atten- 
tion to his need, and then offers 
him a way to provide for that need 
painlessly, will appeal to him. 


UTILIZE YARD MAN’S TIME 


The labor that goes with such a 
service can be supplied by the 
dealer from his own yard help dur- 
ing the slack winter months, since 
replacing the wire, perhaps re- 
placing the molding and putting 
on a coat of screen paint, is rela- 
tively unskilled work. 

The program does not require 
investment in special materials or 
equipment. Standard stocks of 
screen cloth, galvanized, bronze, 
or plastic, standard screen mold- 
ings and paint, all ready stocked 
by most dealers, will take care of 
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Every householder is a prospect, yet many go unsold. 
Here is how more screening can be sold profitably 


customer requirements. Making 
use of the yard man’s time during 
slack periods and providing esti- 
mating and perhaps pickup and de- 
livery service, are the only added 
ingredients. 

However, such a program opens 
up the opportunity to sell addi- 
tional materials. 


In estimating the job, the sales- 
man can suggest the use of the 
shade type screenings for south ex- 
posures, pointing out that the 
added cost will be made up by a 
cooler house in summer and less 
sun damage to rugs and draperies. 
If in estimating the job, he finds a 
hole has been kicked in the door 


HERE IS AN AD suggestion for a screen service plan. It is not necessary to list all 
prices in detail. Typical prices will interest prospects. It is the salesman’s job to 
estimate the exact job and sell type of materials prospect wants. Salesman must have 
sound product knowledge and interest in customer to make this selling click. Head 
on price list can be changed with seasons as suggested in text. Materials should be 
priced high on list, with discount offered to bring in prospects during slack periods. 
Start service in early fall and run through spring. 








* 


PRICE CARD 


~ ScREENS 





Take advantage of our screen repair service 
before putting your screens in storage. Do 
it now while it is on your mind. 


Bronze screening ........ $ —per foot 
galvanized .... —per foot 
awning type screens. —per foot 
screen molding .... —per lin. ft. 


labor per hour........... — 
repairing screens .20 per screen 


($2.00 min.) 


—per screen 


pickup and delivery. 
one coat paint..... 


Don’t let your screens deteriorate further. 
Our expert service plan will fix your screens 
like new. 








a & “: 


* 
QUALITY 
a 
BEST MATERIALS 
. 
REPLACEMENTS 
* 
PICK-UP 
and 
DELIVERY 
s 
WORK GUARANTEED 


& 
COMPLETE SERVICE 
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at the Point of Sale 


screen, he can suggest a door grill 
(see photo) that will prevent such 
damage in the future. Often he will 
be able to suggest the use of mo} 

convenient latches and fastenings. 


the program work. The most ef- 
fective time to advertise is in the 
fall when screens are being taken 
down. The homeowner can then 
bring his screens in most conveni- 


portant is to convince the pros- 
pect that you can do his screen 
job. It is up to the salesman to 
estimate the actual job and per- 
haps sell materials that do not ap- 


les- Many times he will be able to sug- ently, or the dealer may offer a pear in the advertisement. 
the gest the purchase of bronze or pickup service. The ad_ should As suggested, the service plus 
ex- plastic screening when other wire then be run regularly through the the advertisement will not do a 
the has rusted out. winter months. The copy at the complete job of selling screening. 
va In many cases, new screens will top of the price list can be changed The salesman must have sound 
less turn out to be cheaper than repair- from “Get your screens repaired product knowledge, be able and 
‘ies. ing the old, but it takes the screen before storing them” to “Get your willing to offer helpful informa- 
Is a service to bring the prospects out screens repaired while we have tion and suggestions, and take an 
oor into the open. time” to “Get your screens re- interest in his customers’ screen 
There are few building products paired before the spring rush.” problems. 

that lend themselves to service type A good idea is to make your list Screening, percentagewise, is a 

selling as much as screen wire, prices higher than necessary. Then small part of the lumber dealer’s 
t all both because yard help can supply offer discounts during the winter sales, but volume can be increased 
b to the labor service, and the customer periods. greatly by going out after pros- 
a particularly needs that service to It is not necessary to cover a pects on a service basis, and as in 
2 le get his screens repaired. wide variety of sizes. Typical sizes most service selling, it is far easier 


riods, 





Advertising is the key to making 


and serivces will do. What is im- 


to get standard markups. 








ED SChEEN DISPLAYS in the store (left) should be used in 

conjunction with advertising. Start advertising early in spring 
to set prospects before old screens are installed. Better yet, 
time advertising to sell in fall when screens are taken down. 
A: Use “Be Ready for Spring” theme. Selling screens and screen- 
ing van lead to additional sales. The grill work (right) can be 


suggested not only for beauty but also to protect screening. 
When salesman is selling screen repairing service, grill will tie 
in naturally whenever screen doors are found with holes and 
dents kicked in screening. New latches, hooks and braces are 
other items that go with screens. 
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Fact and Comment on 
Nation’s Affairs 


Value of the dollar, prices of the materials, and farmer’s income 
will all affect the building materials dealer's sales in 1949 


AN ALL-TIME PEAK for new build- 
ing on the farm was set in 1948. It is 
not likely 1949 will see any records set 
for new construction of farm buildings 
but volume should not be too far off. 
Also 1949 can be a big remodeling and 
repair year. Lower farm prices will 
often mean fixing the old instead of 
building new. This type of selling will 
be especially successful when dealers use 
product knowledge and a real under- 
standing of the farmer’s problems as 
sales tools. 


IN SPITE OF YEAR end price drops, 
building materials were generally higher 
for 1948. They rose substantially higher 
than the average of all commodities. The 
shakedown in materials prices came at 
the end of the year as productive ability 
began to show. In many lines of build- 
ing materials there is more than a sus- 
picion that productive facilities have 
been overbuilt. In some of these cases, 
excess production should see a further 
competitive reduction of prices even 
though general price levels remain high. 


THE PURCHASING POWER of the 
U. S. dollar hit a new low last year. Since 
the first of the year a glimmer of im- 
provement in the dollar situation has ap- 
peared. Free enterprise has increased 
production to the point where real pur- 
chasing power could increase rapidly. 
From here out government—and politics 
—are going to have increasing influence 
on the dollar value. There is more rea- 
son than fear in thinking the adminis- 
tration will try to hold wages at top 
peaks. This policy can do much to hold 
prices inordinately high and keep dollar 
purchasing power low. 
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NEW BUILDING ON THE FARM 




























































































































































































MILLIONS Farm Construction in the United States MILLIONS 
OF DOLLARS by Years, 1915-1948 OF DOLLARS 
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YEAR’S CHANGE IN PRICES 








PER CENT Per Cent Increase or Decrease in Wholesale Prices PER CENT 
INCREASE by Commodity Groups from Dec. 2, 1947 to Nov. 30, 1948 ae 
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he ISSUE YOU WILL USE 
VERY DAY of the YEAR 





The Dealer Products File Puts the Building Products 
Industry at Your Fingertips. 


Contains Thousands of ltems—Facts—Statistics— 
Tables—Definitions—Uses and Applications— 
Sales Helps. 


Arranged in Clear-Cut Reference Book Style, With 
a Complete Master Index to Help Locate the Infor- 
mation You Want Quickly and Easily. 


With the Alphabetical Listing by Products of Man- 
ufacturers, Jobbers, and Associations. 


No Better Means of Giving Your Young Employes 
a Training in the Fundamentals of This Industry. 


A Powerful Sales Tool to Use in Answering Cus- 
tomer Questions, and to Demonstrate Product 
Applications. 


Every subscriber of American 
Lumberman will receive a copy of 
this big issue as a part of his sub- 
scription. Extra copies will be 
available at the amazingly low 


cost of $1.00 





As Long as Supply Lasts 


EACH OF YOUR KEY MEN WILL 
NEED A COPY OF THE DEALER 
PRODUCTS FILE—BE SURE YOUR 
COPIES WILL BE AVAILABLE, 
SEND IN YOUR ORDER TODAY. 


& 
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eo ” 
FACT-PACKED 
) og mle). b- 


1—Lumber, Plywood and Related 
items 


2—Metal Products 


3—-Windows, Doors, Millwork and 
Weatherstripping 


4—Paint and Wallpaper 
5—Hardware and Related Items 
6—Power and Hand Tools 


7—Glass, Glass Specialties, 
Plastic Glazing 


8—Board Products 

9—Floors and Floor Coverings 
10——-Roofing, Shingles and Siding 
11—Insulation 


12—Heating, Plumbing, and 
Ventilating 


13—Farm Equipment 
14——Lawn and Garden 
15—-Electrical Supplies 


16—Kitchen, Laundry and 
Bathroom 


17—Packaged Sales Items 
18—Prefabricated Homes 
19——Cement and Masonry Products 
20—Clay and Tile Products 


_ 21—Plaster and Plastering 
Products 


22—Selling and Promotional Aids 
23——Office and Store Equipment 
24—Financing and Insurance 
25—Machinery and Equipment 








| WILL NEED EXTRA COPIES 
OF THE DEALER PRODUCTS FILE 
ee re ee 

eee eee 


Company name .. 
Street address ..... 


ES 5. hi ons Warcti oh anc eee ene Lae ee 
American Lumberman & Building Products 
Merchandiser 


139 N. Clark St. 





Chicago 2, Illinois 
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Good Ideas Fill Suggestion Boxes of 
Progressive Richmond (Va.) Operation 





IDEAS FOR IMPROVEMENT COMMITTEE in regular session. Craige Ruffin, vice-president, 


committee chairman, at his desk. Other members, reading clockwise, are Miss Mable Sorrell, 

secretary; Quinton D. Overman, yard foreman; Ernest W. Minson, head auditing clerk; W. A. 

Williams, Jr., vice-president; R. Stafford Greenwood, assistant mill foreman, and Ralph M. 
Wilkinson, sales manager. 


66T ONT BURY YOUR IDEAS. They may win an 
award!” 
Signs like the above may be seen near suggestion 
boxes around the yard and office quarters of Ruffin & 
Payne, Inc., progressive Richmond, Va., merchants. 


Since the firm’s Ideas for Improvement Committee 
was organized nearly a year ago, 55 suggestions have 
been received and 25 adopted—almost 50 percent. 

Thomas L. Ruffin, president of Ruffin & Payne, a 
runner-up in last year’s public relations contest spon- 
sored by the National Retail Lumber Dealers Associa- 
tion, says “‘these ideas have not only proved profitable 
to us, but have helped us operate more smoothly.” At 
boxes around the yard and office quarters of Ruffin & 
Payne employes a genuine voice in the operation of 
the company. 

HOW IT WORKS 


This is how the plan operates. Five suggestion boxes 
with attractive signs have been placed at strategic 
points in the yard and office. The suggestions dropped 
into the boxes are collected every two weeks and acted 
upon by the seven members of the Ideas for Improve- 
ment Committee. 

Every suggestion is acknowledged by personal let- 
ter and the originator is informed whether his sug- 
gestion is accepted or rejected; if rejected, the reason 
is explained. 


Many simple yet helpful changes can be made in 
every organization, believes President Ruffin. Here 
are two employe suggestions now effective at Ruffin 
& Payne’s: 

1.) Separate lunch rooms for yard men and truck 
drivers. Previously yard men and truck drivers were 
supposed to lunch at the same time, but late deliveries 
by truck drivers often made this impossible. Conse- 
quently, the truck drivers who did not have to return 
to work so early engaged the yard men in conversation, 
delaying their return to work. 


2.) Appointment of “leaders” for yard men, elim- 
inating the necessity for yard foremen to work in a 
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supervisory capacity at all times. With 20 to 30 yard 
workers unloading cars and performing other jobs 
throughout a seven-acre yard, foremen could not give 
constant supervisory attention. The yard leaders or 
sub foremen are picked for their ability and leadership 
and paid extra. 


A special contest to secure usable suggestions is now 





Employe Relations Program Pays Off 


Employe benefits at Ruffin & Payne range from oppor- 
tunities for self-education to bonuses for key personnel. 

The company pays the tuition of employes attending 
a night school sponsored by the University of Virginia. 


Thirty-five supervisory employes are eligible under the 
company's current bonus plan (a plan is being studied 
to include all employes). 


Salesmen and supervisory employes attend a dinner 
meeting held in the company's large drafting room every 
two months. The programs vary. Sometimes one depart- 
ment may explain its operational procedure. Motion 
pictures are used to dramatize the latest techniques in 
salesmanship and personnel training. Outside speakers 
bring the latest information from suppliers. 


Under the sponsorship of an outside management 
company, |2 carefully edad company supervisors and 
key employes attended a series of 21 meetings this past 
year at which three major subjects affecting the com- 
pany's operations were thoroughly explored. The _ in- 
structor was available one hour before and one hour 
after each of the two-hour sessions, which were held in 
the company's office. Fresh ideas and better trained 
leaders made the investment of time and money worth- 
while, President Ruffin is convinced. 


The Ideas for Improvement Committee is one out- 
growth of the Supervisors School. 
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under way at Ruffin & Payne’s. The 130 employes are 
split into four teams. The team that turns in the 
best suggestions will be awarded a cash prize of $100 
to be split among the group. Individual prizes will be 
awarded for the best suggestions during the contest. 
This special contest, explained at a meeting of all 
employes, has aroused a lot of interest. 

Suggestions for this contest must come within the 
following categories: 

1.) Economy of operation: labor saving; machine 
time saving; materials saving; production speed up; 
increased sales. 

2.) Efficiency of operation: harmony—cooperation; 
training of personnel. 

3.) Safety: employes; customers. 

Accepted suggestions are graded by points. Points 
are granted as follows: 205 to 500 points for usable 
suggestions for improving economy of operation; 55 to 
200 points for usable suggestions for improving ef- 





Read how Ruffin & Payne, Inc., runner-up in NRLDA public relations con- 
test, runs an employe contest you may adapt to your own organization 





ficiency of operation; 10 to 50 points for increased 
safety. 

Five charts, one beside each suggestion box, show 
the status of each team as the contest progresses. 
Team captains are the four officers of the company. 
Each team consists of employes from all departments. 
An Evaluation Committee consisting of one member 
from each team will grade suggestions. 

Two officers and five employes comprise the Jdeas for 
Improvement Committee. Craig E. Ruffin, a company 
vice-president, is chairman of the committee and repre- 
sents the purchasing department. W. A. Williams, Jr., 
also a company vice-president, represents the engi- 
neering department. Other committee members, all 
serving a one-year term, are: R. Stafford Greenwood, 
mill; Quinton D. Overman, yard foreman, yard and 
shippings operations; Ralph M. Wilkinson, sales man- 
ager, sales department; Ernest W. Minson, chief clerk 
in the auditing department, represents that branch. 





CLYDE W. TYLER (left) is dropping a suggestion in the box located conveniently for 
office workers. W. MARSHALL BROWN (right) of the sales department places his contribu- 


tion in a box for first-floor office employes. 
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x 


WELFORD J. JASPER (left) drops his suggestion in an Ideas for Improvement box in the 
locker room provided for truck drivers and yard employes. JOHN S. YATES (right) a mill 
employe, although employed for less than a year, has an equal opportunity with veteran 
employes in offering suggestions. 
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HAVE YOU EVER WRITTEN A 
LETTER LIKE THIS ONE? 


Rounds & Porter Lumber Co., 
Dodge City, Kans., thanks 


its prompt-paying customers 


Dear Mr. Jones: 

As the months and possibly 
years go by, our Company writes 
many letters; yet, practically all 
of these letters are written to cus- 
tomers on the past due list. 

The remaining customers, be- 
cause of their dependable paying 
record, never hear from our com- 
pany creditwise. To you, to whom 
we are so indebted, this sincerely 


appreciative letter is written. 

It is true, Mr. Jones, we appre- 
ciate any business given us, and 
so express ourselves about pur- 
chases. On the other hand, we 
seldom praise each other for ac- 
cepted virtues such as an unblem- 
ished paying record. 

Your payments with us have 
been a source of gratification and 
have contributed materially to our 
relations. They have built up the 
desirability of your account—the 
inestimable value of it. Each suc- 
ceeding year should and will add 
more and more to our mutual rela- 
tions. 





DEALER-SPONSORED EXHIBIT AT ALLENTOWN (PA.) HOME SHOW 


AN ATTRACTIVE, yet effective 
display of essential home-building 
materials was exhibited by the 
Trexler Lumber Co., Allentown, 
Pa. at Allentown’s home show. 

One side of the exhibit was de- 
voted to a kitchen complete with 
range, refrigerator, sink and cabi- 
nets. The other side of the exhibit. 
attractively landscaped, emphasized 
a “live” demonstration of mill- 
work. The front of the Trexler 


display area included plywood and 
builders’ hardware behind glass. 


A neatly-lettered sign read: 
“Dependable Quality With Famous 
Names Since 1856.” These names 
included Weyerhaeuser’ lumber, 
Curtis millwork, Corbin hardware, 
Johns-Manville products, National 
Gypsum, U. S. Plywood, Dupont 
paints and Iron Fireman oil burn- 
ers and stokers. 


TREXLER LUMBER CO., Allentown, Pa. sponsored these attractive displays at the 
Allentown Home Show. Placard, left, names nationally advertised products. 
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LUMBER CUT TO SIZE 
IS NEW STORE SERVICE 


Price list is posted to give 
customer complete information 


WOMEN, PARTICULARLY, 
dislike to go out back to get the 
piece of lumber, plywood or other 
material they may want cut to 
size. New customers, especially, 
hesitate to ask about custom cut- 
ting because they fear the price 
may be out of line with what they 
expected to pay. 

Both these drawbacks to store 
traffic are given a death blow with 
a shop setup, just off the main dis- 
play floor, at the new retail display 


TWO SAWS, a rip and a radial, are avail- 
able for quick service just off the main 
display floor. Price charges are neatly 
listed on the wall. 


store of the John Bader Lumber 
Co., Chicago. A rip saw and a 
radial saw are available for these 
consumer jobs; and a nearby price 
schedule gives the customer all the 
information he needs: 

Minimum charge, 25c; cross cut 
(1st cut) 15c—additional cuts, 5c; 
ripping (1st rip) 25c—additional 
rips, 15c; mitre cuts, 25c; daddo 
cuts 50c and up; quantity work by 
estimate. 


TOP CARRIER LOAN SERVICE 
STEPS UP TAKE-IT-AWAY 
YOURSELF TRADE 


EVERY PURCHASE that your 
customer can pick up and carty 
home himself not only saves deliv- 
ery cost and labor time, but en- 
courages self-shopping on his part. 

More home owners than ever be 
fore are driving out of lumber 
yards with their car loaded down 
with merchandise. In Chicago, Gee 
Lumber & Coal Co. encourages this 
take-home trade by furnishing the 
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CUSTOMER TIES DOWN a bill of ma- 
terials he has just purchased and loaded 
himself. Motorists drive right into the 
warehouse which is 302 feet long. 


free loan of top carriers to anyone 
picking up his own material. This 
service is given newspaper adver- 
tising. _ 

What actually happens is that 


the free loan usually turns into a 
sale. Motorists find that the car- 


riers have many uses. Customers 
are billed for the carriers at the 
time of the loan with the under- 
standing that a refund will be 
made if the carrier is. returned 
within a week. The 44-inch carrier 
sells for $6.75 and the 56-inch car- 
rier is $7.70. 

Several price-marked carriers 
are kept in one corner of Gee’s new 
building materials store. A com- 
plete inventory of knocked-down 
carriers is kept packaged in the 
lumber store. A yard man will help 
the purchaser mount the carrier 
on his car. However, the customer 


TOP CARRIERS are price marked and 
displayed in a corner of the main build- 
ing materials store. 
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himself customarily loads his own 
bill of materials and ties it down. 
This prevents complaints result- 
ing from accidents or damage to 
material caused by careless load- 
ing. 


STEP LADDER IDEA SAVES 
DEALER'S TIME AND EFFORT 


Few odd lumber pieces plus two 
hinges equal real convenience 


HERE’S A PRACTICAL idea 


that will save you time and money 
if you’re thinking of building an 
entrance to your warehouse or 
some yard building. R. A. Midden- 
dorf, manager, Nu-Way Lumber 





MANAGER MIDDENDORF 
demonstrating hinged ware-' 
house step ladder. 


Co., Salt Lake City, thought it up. 

Instead of building an expensive 
stairway at either end of his ware- 
house, Mr. Middendorf conceived 
the idea of this three-step ladder, 
attached a couple of butt hinges at 
the ends, making it possible for 
him to tilt the ladder under the 
warehouse whenever a truck deliv- 
ery is made. The ladder may be 
slipped back to a ready position 
with a minimum of effort. Smart 
idea, we call it! 


NEON STORE SIGNS ARE 
EXCELLENT EYE CATCHERS 


They save customer's shopping 
time and help speed up sales 


REMEMBER that frustrated 
feeling when you’ve gone into a 
strange store and couldn’t find the 
department you wanted? Jacob 
Levy Lumber Co., Louisville, Ky., 
has done something about it. 

This progressive firm has attrac- 
tive neon signs throughout the 
store. Each sign can be seen the 
entire length of the store. Signs 
visible in this picture are roofing, 
doors, hardware, electrical, plumb- 
ing and paints. 

Another good aid for faster sell- 
ing and better consumer service. 





NEON SIGNS make selling easier. 


NEAT CABINET BUILT 
FOR DOWEL DISPLAY 


Here are the construction 
specifications you will need 


DOWELS are a difficult item 
to display attractively. Clarence 
Tomsheck solved this problem at 
John Bader Lumber Company’s 
new store in Chicago by building 
the neat cabinet shown here. It is 
Spanish leather-grained Masonite 
trimmed with aluminum moulding 
181% inches wide, 27% inches long 
and three feet high. 

Each of the 14 individual com- 
partments is lined with cardboard 
rollers. Note that each set of 
dowels sets at approximately the 
same level. This is made possible 
by the eight-inch high spools rest- 
ing on the bottom of the compart- 
ments for shorter lengths. When 
necessary, these spools can be re- 
moved from the compartments 
with a crooked wire. 


CLARENCE TOMSHECK stands beside 
the dowel rack he built. He is holding 
an eight-inch spool which drops into the 
individual compartments to keep dowels 


. at approximately the same level. 
























































News of National Interest from Organized Dealer Groups 





Dealers Map Own Research Program 
To Lower Building Costs 


Executive Committee of Lumber Dealers Research Council 
Approves Contracts at Chicago Meeting 


THE EXECUTIVE COMMIT- 
TEE of the Lumber Dealers Re- 
search Council (formerly known as 
the Committee of One Hundred) 
approved its first contracts in hous- 
ing research at a meeting at Hotel 
Drake, Chicago, February 25. 

Briefly, the decisions made at 
this meeting were as follows: 


1) Authorization for a contract 
with the Small Homes Council, 
University of Illinois, to study and 
develop modern planning units 
which can be arranged in a finished 
house plan, using cost-saving con- 
struction techniques already devel- 
oped and tested under the Industry- 
Engineered Homes program. This 
work will be supplemented by a 
similar study at Ohio University 
under the supervision of Ohio 
dealers. 

2) Active cooperation with the 
Research Institute for Economic 
Housing, Inc. (non-profit corpora- 
tion) to lower housing costs 
through using the package system 
of distributing materials and me- 
chanical units. Complete details 
would accompany each packaged 
unit to permit easy installation into 
modular-planned units as developed 
under No. 1 above. 

3) Review and tabulate housing 
research studies to date to permit 
a sound basis for further technical 
housing research. 

4) Investigation of methods of 
studying lumber yard operations 
and handling problems with a view 
to simplified operations and lowered 
costs. 
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ATTENDING the second meeting of the executive committee of the Lumber Dealers 
Research Council in Chicago, Feb. 25: Clarence A. Thompson, chairman, seated at the 
head of the table, left; Arthur A. Hood, editor, AMERICAN LUMBERMAN, ex-officio, 
right. From the head of the table, left, J. D. McCarthy, secretary, Illinois Lumber 
Dealers Association, ex-officio; O. J. Allerton, The Kruse Co., Rochester, Minn.; Paul 
DeVille, The Bartlett Lumber Co., Canton, Ohio; William K. Barr, W. B. Barr Lumber 
Co., Denver; J. W. Parshall, executive editor, Building Supply News; from head of 
the table, right, Norman P. Mason, trustee, William P. Proctor Co., North Chelmsford, 
Mass.; F. Lisle Peters, Louisiana Western Lumber Co., Lake Charles, La.; Ray Schaub, 
Northern Indiana Lumber & Coal Co., Whiting, Ind.; Lynn Boyd, Lynn Boyd Lumber 
Co., Pampa, Tex., and Russell Nowels, Nowels Lumber Co., Rochester, Mich. 


Since its organization less than 
a year ago, the research group 
headed by Chairman Clarence A. 
Thompson, Thompson Lumber Co., 
Champaign, Ill., has grown to in- 
clude 177 dealers who have con- 
tributed $15,233.34. 


HOW TO JOIN COUNCIL 


The executive committee of the 
Lumber Dealers Research Council 
considered proposals for research 
studies from six research organiza- 
tions at their first meting on Feb- 
ruary 10. 

Members of the executive com- 
mittee not seen in the above pic- 
ture are Paul Cadwallander, Wool- 
sey & Cadwallader, Pennington, 
N. J.; and Joseph Copeland, J. W. 
Copeland Yards, Portland, Oreg. 


The more money subscribed, the 
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more comprehensive will be the 
program. The Council does not re- 
quest a specific amount from any 
dealer. It does suggest the follow- 
ing basis for subscriptions: one- 
tenth of one per cent of retail sales 
for the past year; $10 per house 
furnished the past year or 25 per 
cent of your overall insurance ex- 
pense, 


After 26 members of the North- 
eastern Retail Lumbermens Asso- 
ciation agreed to subscribe a set 
amount for three successive years, 
the association agreed to place 4 
subscription proposal before the en- 
tire membership. This was done 
through a recent association bulle- 
tin. 

Checks may be made payable to 
Norman Mason, Trustee, Commit- 
tee on Research into House Con- 
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INDEPENDENT 


Upper Midwest dealers have 
busy session in Minneapolis 


LEONARD J. LEE, Moorhead, 
Minn., was elected president of the 
Independent Retail Lumber Deal- 
ers Association, succeeding Charles 
Lampland, St. Paul, at the 10th 
annual convention and exhibitors 
show of the Independent Retail 
Lumber Dealers Association held 
Mar. 14-16 at the Radisson Hotel, 
Minneapolis. 

Other officers elected were: 
Philip B. Steiner, Sauk Centre, 
Minn., vice-president; John G. 
Broten, Minot, N. D., secretary; 
Ashley Vye, Wheaton, Minn., treas- 
urer; Edwin W. Elmer, executive 
secretary. 

The three-day convention drew 
almost 1,000 dealers from the Up- 
per Midwest. More than 900 at- 
tended the annual banquet at 
which Dr. W. H. Alexander, Okla- 
homa City, Okla., was the principal 
speaker and Thomas A. Donlin, the 
Donlin Co., St. Cloud, Minn., the 
toastmaster. A Hoo-Hoo concat 
was another social highlight of the 
convention. 

Dealers were urged to develop a 
new market for surplus green lum- 
ber by the construction of storage 
bins for grain held under govern- 
ment loan by David A. Bartlett, 
manager of the Weyerhaeuser 
Sales Company’s Twin City yard. 


SALES TRAINING URGED 

Dealers were urged to undertake 
a careful program of selection and 
training of their salesmen by 
Emmett Salisbury, vice president 
of the Salisbury Co., Minneapolis, 
who spoke on the topic, “No Busi- 
ness Like Your Business.” 

“Train your salesmen correctly 
and the rest will take care of it- 
self,” Salisbury declared. “After 
all, there is no other business 


| quite like your own. And whether 


in the days to come you keep that 
business depends upon yourself.” 

Gates Ferguson, advertising 
Manager, the Celotex Corp., 
warned dealers that the “selling 
holiday” of recent years is over. 
(See Page 101 AL&BPM, Feb. 12, 
1949 for details of Mr. Ferguson’s 
remarks, ) 

Ar‘hur A. Hood, editor, 
AMERICAN LUMBERMAN & BUILD- 
ING °RODUCTS MERCHANDISER con- 
ducted a Survey of Dealers’ Selling 
Prac’ ices, analyzing the tabula- 
tions at the final session. (Nation- 
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wide results of the AL&BPM sur- 
vey will appear in our May 7th 
issue. ) 

New directors named by the 
association are Henry Hess, Pine 
Island; Clarence Scherer, Minneap- 
olis; Ashley Vye, Wheaton; Leslie 
Olson, Mora, and G. A. Edy, Swal- 
esdale, Ia. 


INTERMOUNTAIN 


Idaho dealer named president 
in Salt Lake City convention 


M. L. HORSLEY, Soda Springs, 
Idaho, a former member of the 
Idaho House of Representatives, 
was elected president of the Inter- 
mountain Lumber Dealers Associa- 
tion at their sixth annual conven- 
tion in Salt Lake City, March 10-12. 
Mr. Horsley succeeds S. C. Rob- 
inson, Salt Lake City. 

Other officers elected were: W. A. 
Spear, Provo, vice-president; H. E. 
Ray, Elko, Nev., second vice-presi- 
dent. Melbourne Romney, Salt Lake 
City, was re-elected secretary-treas- 
urer. Directors for three-year 
terms are Sherman C. Robinson, 
Salt Lake City; E. D. McCaslin, 
Burley, Idaho and Vance Petersen, 
Gunnison, Utah. 

Over 400 building materials deal- 
ers attended the sessions climaxed 
by the annual banquet at the Hotel 
Utah. 


NORTH DAKOTA 
AMERICAN LUMBERMAN survey 


features meetings in Fargo 


J. P. SMITH, Valley City, suc- 
ceeded John Roethlisberger, Bis- 
marck, as president of the North 
Dakota Retail Lumbermen’s Asso- 
ciation at the two-day convention 
program held in Fargo, N. D., 
March 1-2. 

A. E. Tuftedahl, Crosby, was 
elected vice-president and Walter 
Will, Stanley, became a member of 
the board of directors. Maynard A. 
Finch is association secretary. 

Thomas A. Donlin, Supreme 
Bojum, had charge of a Hoo-Hoo 
concatenation in which more than 
a score of kittens joined the inter- 
national order. 

A highlight of the convention 
was the AL&BPM survey of Dealer 
Operating Practices conducted by 
Arthur A. Hood, editor. Other 
speakers included Gates Ferguson, 
advertising manager, Celotex Corp., 
“Can the Lumber Dealer Be a Mer- 
chandising Expert?” and Paul Cyr, 
a World War II spy, who talked 
about his adventures behind Ger- 
man and Japanese lines. 


INDIANA 


Contractor guests, exhibitors 
set record; Pease is president 


NEARLY 4,000 dealers and 
guests registered for the annual 
convention of the Indiana Lumber 
and Builders’ Supply Association in 
Indianapolis, March 1-3. A record 
number of exhibitors had booths in 
convention headquarters in Murat 
Temple. 

Among the principal speakers 
were Roy Wenzlick, real estate 
analyst, who talked on “The Out- 
look for Real Estate and Construc- 





CHARLES PEASE, Terre Haute, center, 
newly-elected president. Harold V. Main, 
retiring president, right, and Secretary 


Roland Slagle. 


tion”; Hal V. Simpson, executive 
vice-president, West Coal Lumber- 
men’s Associaton, and Wayne Guth- 
rie, Indianapolis newspaperman who 
gave an eye-witness account of the 
atom bomb experiment at Bikini. 

Charles Pease, Terre Haute, was 
elected president of the association 
and W. I. Brunton, Scottsburg, was 
named vice-president. 

Approximately 2,000 contractors 
attended the second day’s session as 
guests of the association. 





Survey Results Mailed 
Mountain States Dealers 


Members of the Mountain States 
Lumber Dealers Association have re- 
ceived a four-page bulletin from Sec- 
retary Joseph V. Smith giving them 
the results of the Survey of Dealer 
Operating Practices sponsored by 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER 
in cooperation with the association 
at the association's recent convention 
in Denver. 


William K. Barr, W. B. Barr Lum- 
ber Co., Denver, summarized the sur- 
vey at the concluding convention 
session. Six University of Denver stu- 
dents compiled the individual ques- 
tionnaires for Mr. Barr's final ale an 

Nation-wide results of AL&BPM's 


survey will be featured in our issue of 
May 7. 
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FEAR REARS ITS HEAD 


A year ago many business men 
were complaining because they were 
not able to buy as much of certain 
items as their trade demanded. They 
kicked too about high prices. Today 
they have no difficulty in getting 
these same items in whatever quan- 
tity they require ... and at substan- 
tially lower prices. 

The shift-over, instead of being the 
cause of great rejoicing, is being 
viewed with alarm in a surprisingly 
large number of cases. It hardly 
seems possible that we have reached 
the point where the long-looked-for 
end of shortages can be taken to mean 
that a depression is shaping up. If 
ability to buy things as needed can be 
construed as an approaching depres- 
sion we are indeed in a sorry state. 
It is the kind of thinking (fear) that 
could easily get us into trouble if 
persisted in by too many people. 


* of * 


Easy going has not only soft- 
ened our selling muscles but 
distorted our thinking. 


* * * 


TIME TO FORGET LAST YEAR 


A few days ago we talked with a 
somewhat timid dealer who tapped 
his desk nervously as he confessed 
his sales were off 11 percent from 
the same period last year. While we 
didn’t say so, it is our considered 
opinion that it is an appropriate time 
to quit thinking of last year’s dis- 
torted, all-time-high volume. It was 
abnormal, unnatural, and is anything 
but a proper measuring stick. 

It would be much safer to concen- 
trate on prewar norms. After all is 
said and done, no one suspected for 
a moment we were to be able to keep 
on going upward. All agreed -the 
time would come when we would have 
to level off or come back down _ to 
earth. If your operating costs: are 
geared to the volume which accrued 
in the most abnormal year in the his- 
tory of the lumber business, better 
stop, look and listen. 


* ce * 


Which is the best way to fig- 
ure: (a) x percent LESS volume 
than ’48 or x percent more 
than ’39. 


MERCHANDISING 
CLINIC 


The answer to the year’s result 
is written by the employes who 
contact the public. 


* * * 


SELLING DAYS OR "DAZE"? 


A friend of ours recently tried to 
replace an easy chair in which he had 
rested his weary bones for nigh unto 
27 years. Like the one hoss shay, it 
finally went to pieces. 

His search for something to take 
its place was long and disheartening. 
In store after store he was told they 
hadn’t stocked anything like it for 
years. And that was all there was 
to it. No one asked to show him any- 
thing else until the owner of the ninth 
store took him in hand and sold him, 
not what he had asked for, but some- 
thing far more comfortable ... and 
expensive. 

It was good salesmanship at its 
best and made customers of the whole 
family for a long time to come. The 
proud possessor of the new chair is 
so delighted with the treatment re- 
ceived he is telling the story to all his 
friends. 


* * * 


Nothing is more delightful 
than to encounter a good sales- 
man. 

* * * 


RESULTS IN 400 LUMBER YARDS 


In the bulletin of the Ninth Federal 
Reserve District (Minnesota, North 
and South Dakota, Michigan, Wis- 
consin and Montana) we came across 
the following interesting figures. 


Year Sales (Bd. Ft.) Sales ($) 

35-39 100,921M $14,744,000 
1945 122,091M 27,206,000 
1946 125,744M 35,326,000 
1947 139,712M 49,114,000 
1948 164,140M 62,244,000 


+ * * 


Other Figures for the Same 
Group 


Inventory A/C & Notes 
Year (Bd. Ft.) Rec. 
35-39 56,293M $2,135,000 
1945 27,246M 2,307,000 
1946 20,444M 2,446,000 
1947 56,726M 4,110,000 
1948 68,815M 5,095,000 


by R.E.S. 


WAITING IT OUT 


People buy far more freely when 
prices are going up than when they 
are dropping. When they begin to 
sag, it is only natural for prospects 
to wait for further drops. 

The selling problem today is to con- 
vince customers it is better to buy 
now and enjoy the benefits of the 
purchase than to wait it out. That, 
of course, is where the rub comes... 
and its quite a rub as a great many 
dealers are now beginning to find out. 

But again, let us reiterate. The 
need for the application of good old 
fashioned selling is a healthy sign 
rather than an indication we are 
headed for another 1929. 


% * * 


GOOD DISPLAY PAYS PROFITS 


Rule Number 1 of every big chain 
is orderly, attractive appearance. 

Did you ever see a sloppy looking 
chain store? 

It makes no difference what mer- 


chandise is sold by modern chain or- , 


ganizations—it must always be dis- 
played to make the most of eye ap- 
peal. 

Are building materials different? 

Not in the least! The big mail 
order houses (now the world’s larg- 
est applicators) give roofing and 
everything else in the building ma- 
terial line, the same careful attention 
when it comes to display as every- 
thing else in their stores receive. 

Building materials definitely are 
NOT different. 


ag * 


Handling costs, for very good 
reasons, never received as much 
attention as they are now get- 
ting. 


* *k * 


BIG MARKET 


Farm hands are expensive luxuries 

. . hard to find. Hence, the con- 
tinued trend toward complete farm 
mechanization which changes _ the 
functions of existing farm structures. 
This huge market, according to farm 
experts, has scarcely been scratched. 
No wonder the race for it grows hot- 
ter daily! 


March 26, 1949, AMERICAN LUMBERMAN & 




















Bur 





_ 
J 


E.S. 


r when 
n they 
gin to 
ospects 


to con- 
to buy 
of the 

That, 
hes ce. 
t many 
nd out. 
. The 
00d old 
'y sign 
ve are 


OFITS 
» chain 
ice. 


looking 


it mer- 


lain or- , 


be dis- 
eye ap- 


rent? 
ig mail 
’s larg- 
ig and 
ng ma- 
ttention 
every- 
ive, 
ly are 


pood 
nuch 
get- 


luxuries 
he con- 
e farm 
es the 
uctures. 
to farm 
ratched. 
ws hot- 


MAN @ 








It's NEW 













It’s 


Sa en SSS SSS SSS SS SS 


7 
of 
7 
7 
7 


Gives the” 
“Mow” and Why” 
af recommended 
good application 
“ practices. 








Al 












is most visible oth rakes are equally 
visible, start at the center and work both ways. 
STARTER COURSE. The actual laying of 
Asphalt Strip S beg , 


ns with the 


nail 


driv 









FIG.12 


tn Fig. 12, cutouts center 
© 2 in 


nail 






and flush with 
shi 





ed, 
off the firw 


- 
WHAT TO DO WHEN LAYING ASPHALT strip SHINGLES (square Butt oR HEXAGONAL) 


4 
\ WHERE AND HOW TO START A ROOF. / CORRECT NAILING. The number of nails per strip and 
It is reco that b nd vertical 7 the placing of the nails are both vital factors in good roof 
i neath Tene jo ineure good oe 4 application With three tab square butt strip shingles use 
| ps 4 6 nails per strip. See that each nail is properly placed—as 


shown in Fig. 16 


nearest the shingle just laid, and proceed across. This will 
prevent buckling Drive nails straight so that the edge of the 


creases roof strength and resistance to high winds. Proper 














ign each shingle catefully. Start nailing from the end 


head will not cut into the shingle. Nail heads should be 
en flush, not sunk into the surface. Proper nailing in- 


ing is essential! Don't skimp on nails. 








square butt about 

starte gle to insure that all cut-outs etl 
will be covered With hex strips the first shingle 
is not cut sth full hungle, and repeat 
FIRST AND SUCCEEDING COURSES. Stort tn Fig 13, cvtouts breok joints 
th 






Stort fest course with full 1 











se with a Hi length shingle strij 
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HEXAGONAL 
STRIPS TAKE 
4 NAILS 


WRONG NAILING 


Avoid these nailing errors— 
wrong kind of nals w 
nize too few 




















Start th " cxlans 96 o86 tats, Court egllceGitth $c diaghs, end veges? Two tob ond three tob few nails 
nich ion has been cut off Start each suc : en strips require & rect placement 
ceeding rse with full or cut shingle strip, tee ton Oe 14 lewis v0 wocing worietions os do squere noth, located os shown he rips 
depending on the style of shingle and the method ¥ * be stort first, ond succeeding odd counes with here a in, 
of application recommended by the manufac. m1 er 2 tab oF 3 tod, slart even courses with ta ren ro . 
turer, See Figs. 12, 13, and 14 ap Wom curiae Correct aniling poye! 
FIG.17 





SEND. FoR THIS USEFUL POCKET-SIZE BOOK NOW! 


"Go Application Makes a Good Roof Better’’ 

is a booklet you will want for your own 
information as well as for the information of any 
fellow-workers or employees who may have to do 
with the sale or application of asphalt roofing 
products. 

Prepared by the engineering committee of the 
Asphalt Roofing Industry Bureau after years of 
careful research and checking, this 24 page book- 
let provides a practical check list of the latest 
and most widely approved methods of laying 
asphalt shingles to assure maximum life and 


maximum all-weather protection. 

It gives step-by-step information with detailed 
diagrams on such things as deck preparation, 
valley construction, metal drip edges, eaves 
flashing strips, aligning shingles, proper nailing, 
cementing tabs for extra wind resistance, hip and 
ridge capping, etc. There are 24 interesting and 
helpful pages in this pocket-size book. Use it as 
a reminder or as a guide. 

Write to the Asphalt Roofing Industry Bureau 
today for a FREE sample copy. Additional copies 
will be available through your supplier. 


ASPHALT ROOFING INDUSTRY BUREAU + 2 W. 45TH ST., NEW YORK 19, N. Y. 


SPONSORED BY 28 LEADING MANUFACTURERS OF ASPHALT SHINGLES « SIDINGS « ROLL AND BUILT-UP ROOFINGS 
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HALT 


SHINGLES 


CONSTRUCTION’S 
BIGGEST DOLLAR’S WORTH 
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Products .... Sales Aids .... Literature 


SEND FOR THESE: 





The new Packard line of custom, 
deluxe, standard and budget bath- 
room cabinets is pictured and de- 
scribed in a new 20-page catalog just 
off the press. Shown also is the Pack- 
ard portable, point-of-sale display 
stand for four models. Write Pack- 
ard Formsteel Corp., Dept. AL&BPM, 
3354 N. Crawford Ave., Chicago 41, 
Illinois. 


Attractive folders to give your cus- 
tomers, illustrating the Space Saving 
Kennatrack, are available from Jay 
G. McKenna, Inc., Elkhart, Ind. Write 
for literature covering New Ideas for 
Modern Homes; More Cabinets and 
Wardrobes at Your Finger Tips; An 
Easy, Economical Way to Install 
Sliding Doors. 


Information about the three types 
of Strand all-steel garage doors, and 
diagrams and instructions giving use- 
ful information about “how to build a 
garage door opening,” are included in 
a new 12 page, 2-color folder. Copies 
of the folder, titled “Strand Garage 
Doors,” are available from Strand 
Garage Door Division, Detroit Steel 
Products Company, 3103 Griffin St., 
Dept. AL&BPM, Detroit 11, Mich. 


A 16-page catalog just released 
by the Hyster Company describes the 


revised Model “M” straddle truck 
with its numerous improvements in 
engineering and design. Greater ca- 
pacity—now 18,000 rather than 12,000 
pounds—and greater visibility for the 
operator are two of the important fea- 
tures of the new machine. Write the 
Hyster Company, Dept. AL&BPM, 
Portland 8, Ore., and ask for catalog 
number 1118. 


The complete line of Misener hole 
saws, replacement blades and parts 
is described in a new 6-page catalog- 
pricelist, including a brand new line 
of Speedex high speed hole saws and 
replacement blades. Two pages are 
devoted to a pictorial description of 
the improved, patented line of “Hole- 
Master” multiple blade hole saws in 
which a single tool head acts as the 
holder for from 4 to 11 different sizes 
of rotary saw blades. The new catalog 
shows how owners of portable electric 
drills can increase the holecutting 
range of a 4” drill to 2%” dia., 4%” 
drill to 3%”, and a %” drill to 7” dia. 
Write Misener Manufacturing Co., 
Dept. AL&BPM, Syracuse 2, N. Y. 
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Sloane-Blabon’s new 1949 catalog 
contains 208 pages. New store dis- 
play and merchandising methods, 
decorating suggestions for kitchens, 
bathrooms, “problem rooms,” dens, 
and other rooms, and full color repro- 
ductions of the company’s popular 
and newly introduced linoleum, re- 
silient enamel rugs and floor and wall 
coverings, Koroseal tile and cove base 
and asphalt tile patterns are high- 
lighted throughout the catalog. Write 
Sloane-Blabon Corp., Dept. AL&BPM, 
295 Fifth Ave., New York 16, N. Y. 


“Duo-Fast Catalog and Profitable 
Suggestions” is a 26-page booklet 
containing descriptions: of the various 
Duo-Fast Automatic Tackers, sugges- 
tions for some of the various jobs 
that can be done with this type of 
equipment, and four pages of photo- 
graphs showing the Duo-Fast ma- 
chines in action. Write Fastener Cor- 
poration, Dept. AL&BPM, 860-902 
Fletcher St., Chicago 14, II. 


PREVIEWS: 





A new product specifically designed 
for painting and weatherproofing as- 
bestos siding and shingles is known 
as Shingle-Seal. It has been de- 
signed, merchandised and promoted 
for immediate consumer, industrial 
and contractor sales through retail 
trade outlets and will be distributed 
through jobbers and distributors in 
the building supply, hardware and 
allied fields. National distribution 
is now being established. Write De- 
watex Manufacturing Corporation, 
Dept. AL&BPM, West 42nd St. & 
Dyer Ave., New York 18, N. Y. 


Vinyl plastic set-on-base coving in 
lengths of 100 feet in one piece has 
now been made available for the first 
time. Average installations can now 
be made with no dirt-catching seams. 
Pre-formed corners, likewise, are un- 
necessary. The high gloss finish does 
not catch dirt readily and can be 
dusted off. easily. This new coving, 
which is four inches high, is usable 
with all types of hard surface floor- 
ing, such as rubber and asphalt tile 
and linoleum. It can be adhered to 


any type of wall with ordinary floor - 


covering adhesives. Write Fremont 
Rubber Company, Dept. AL&BPM, 
165 McPherson Highway, Fremont, 
Ohio. 


Miniature Models from 
Builder's Blue Prints 


Build-A-Plan, Inc. will repro- 
duce architectural models of bun- 
galows, houses, office buildings, 
etc., from builders’ blue prints, 
Made of plastic, metal or wood, the 
miniature models are excellent for 
sales, or planning. Build-A-Plan, 
Inc., also has a Model Kit for those 
who plan to build. There are no 


limits to the layouts that can be 
made. When the plan is completed 
the furniture cutouts can be placed. 
Also included in the kit is the book- 
let “How to Plan the House You 
Want.” Write Build-A-Plan, Inc, 
Dept. AL&BPM, 1150 Broadway, 
New York 1, N. Y. 


New Translucent Corrugated 
Building Panels 


An inter- 
esting folder 
from Allied 
Synthetics Co. 
describes the 
new translus- 
cent corru- 
gated build- 
ing panels 
available in 
attractive 
modern col- 
ors. Lightweight and shatterproof, 
easy to saw, nail or bolt, Alsynite 
serves as an excellent material for 
partitions, skylights, windbreaks, 
screens etc. For illustrated folder 
write Allied Synthetics Co., P. 0. 
Box 136, San Diego 9, Calif. 


Importance of Roofing 
Colors Told in Booklet 


A novel presentation of the im- 
portance of roofing colors in the 
exterior decoration of the home is 
graphically outlined in a new book 
issued by The Flintkote Company 
titled: “Putting Nature’s Colors To 
Work . . . With Roofs That Are 
Daylight Engineered.” This book, 
beautifully printed in four colors, 
is the result of one of the most 
authoritative and comprehensive 
studies ever made on color applied 
to roofing. A color wheel, showing 
12 familiar colors, is reproduced 
with simplified instruction for its 
use in creating pleasing color com- 
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TALK ABOUT 


SERVICE 
HERE IT 1S! 





Call on Firpine for service. 
Look what our Company offers. 
Where else can you match this 
variety in lumber, millwork and 
specialty items? 


It Pays to Buy from Firpine 
OUR MOTTO: “If It's 


Made of Wood, We 
Sell It.” 














R. A. Holmes 
Cc. F. Mimnaugh 






MILLWORK 


Through remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine offers an excellent service in wet 
packaged trim, lineal mouldings, furniture dimensions and oS 

“ 


other specialty items in Ponderosa Pine. 


LUMBER 


From our lumber manufacturing plant we're supplying a 
variety of Firpine manufactured lumber, mouldings and cut 
stock. 


WHOLESALE 


We also have a well-rounded wholesale organization with 
departments handling Douglas Fir, Ponderosa Pine and allied 
species—to serve you with practically anything in Western 
Softwoods. 











Propucts COMPANY 
525 CORBETT BUILDING—PORTLAND 4, OREGON 
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GUARANTEED - oz else’ 


Ruther Bros. Dado 
ead above was used 
to cut the clean, per- 
fect grooves shown at 
the right. 


Write for folder-price list today. 








LAN & 


— 






*or else you may return this Dado Head at 
our expense, if not satisfied in every way. 














GUARANTEED to be the best tool of its kind on the 
market today, Huther Bros. Dado Head will cut PER- 
FECT grooves, any width, with or across the grain. 
Easy to keep in top condition. 

Fits any saw mandrel or saw rig. 

Positive action—it may be adjusted in the time it takes 
to remove a saw. 


Eats up the Work—Builds up the Profits! 


MANUFACTURED BY 


Huther Bros. 


SAW CO., INC. 


1290 UNIVERSITY AVE. 
ROCHESTER. M:: | 


Saw Makers for Over 60 Years 
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binations. The color and intensity 
of outdoor light and the fact that 
outdoor colors change with dis- 
tance are reviewed and their effects 
on the home shown in full color 
illustrations. The location of the 
home; the influence of climatic 
effects; and the _ architectural 
scheme of the house in relation to 
the choice of the appropriate roof 
color,. forms another helpful sec- 
tion. Highly practical color sug- 
gestions for roofs for a tall house, 
a small house, a complicated roof, 
a large roof area, and a gay house 
are given in detail. The cover of 
the book and a typical double 
spread are shown here. For copies 
of “Putting Nature’s Colors To 
Work” write The Flintkote Com- 
pany, Dept. AL&BPM, 30 Rocke- 
feller Plaza, New York 20, N. Y. 


"Miracle" Window Unit 


The Miracle window unit manu- 
factured by the Marquart Millwork 
Co., affords a complete all-purpose, 
lifetime window through a single 
installation. Pre-fit, with window 
sash removable from inside, it is 








equipped with four tension counter- 
balances, two for each sash; is 
weatherstripped and completely as- 
sembled at the factory. Carefully 
treated wood controls swelling, pre- 
vents warp and sag. The unit is 
designed to fit any style of archi- 
tecture and all types of building 
construction. A simple alteration 
permits the sash sections to be in- 
stalled in any check rail window 
frame. Marquart’s Window-O-Seal 
storm sash and screen can be used, 
of course, as a separate unit. The 
manufacturer reports wide demand 
for its Miracle window unit has 
necessitated a plan for manufactur- 
ing rights for retailers with mill- 
work and planing facilities. Write 
The Marquart Millwork Co., Dept. 
AL&BPM, 50 Ceape St., Oshkosh, 
Wis. 


Commercial Door Operator 


The Federal Serviceman Com- 
mercial Door Operator opens and 
closes commereial type doors in a 
single, simple push-button opera- 
tion. It is designed to function 
efficiently on both heavy and me- 
dium weight doors. The control sys- 
tem allows doors to be stopped at 
any given point and reversed if 
desired. Points of control may be 
placed where and in any number 
the user wishes. This eliminates 
unnecessary walking to and from 
the door and puts the entire per- 
sonnel within easy reach of finger- 
tip door control. The commercial 
door operator eliminates back 
breaking drudgery, saves fuel, 
saves time and manpower. For il- 
lustrated folder write Federal In- 
dustries Inc., Dept. AL&BPM, 
19720 W. Eight Mile Road, Detroit 
19, Mich. 


Sterling "Fain" Built-In 
Dina-Fold 


The Fain Dina-Fold which gives 
ample dining space without dis- 
turbing the harmony of room ar- 
rangements, uses wall space to 
save floor space. When not in use 
it folds into the wall, or can be 
left in place to provide extra work- 
ing area. The Dina-Fold eliminates 
the need of a dining or breakfast 
room thereby saving both.in con- 
struction and furniture costs. For 
porches, patios, recreation rooms, 
summer cottages, etc., the unit 
provides working space in areas 
planned for more than one func- 
tion. Model C, when opened out, is 
67” wide and 4314” deep; model 
B is 59” wide, 42” deep; Write 


Sterling-Freeland Industries, Inc., 
Dept. AL&BPM, 4701 N. Western 
Ave., Chicago 25, IIl. 


Formica Vanitory Makes News 
in the Bathroom 

“Vanitory” is a new trade mark 
of The Formica Company, describ- 
ing its lavatory-vanity combination. 
These units were first introduced in 
Cincinnati’s lush new hotel, the 
Terrace Plaza. The Vanitory fea- 
tures a rimless wash bowl ' sur- 


rounded by a dressing table surface 
of colorful Formica. The Formica 
Company says its decorative lami- 
nated plastic is highly practical for 
bathroom use being immune to dam- 
age from alcohol, boiling water, 
non-bleaching cosmetics, and ordi- 
nary household acids and alkalies. 
The Vanitory is a multiplicity of 
design and construction ideas. For- 
mica fabricators all over. the coun- 
try will offer Vanitory units in their 
own designs as well as build custom 
units as specified by architects and 
builders. Formica is furnishing its 
fabricators with detailed construc- 
tion drawings, along with a variety 
of design ideas. Standard proced- 
ure calls for laminating Formica 
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(ieo.J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


¢ LUMBER 
© MILLWORK 
~ © MOULDINGS 
© SIDING 
e FLOORING 


OE pages 


(eo.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 


Telephone RAndolph 6-0540 
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CABINET HARDWARE 
that’s Saleable... Profitable... get it 
Immediately from your Jobber 


Four different matched. sets...one to 
fit every price range. Attractive counter display 
boards to help you sell. Durable, clearly-identi- 
fied packages with all accessory parts. Get 
profit-making NATIONAL LOCK Cabinet 
Hardware from your jobber. It will move fast. 


NOTsONS 


iK 


ry 


N58-2390E 


pnt -R00 N61-225 
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sheets onto plywood. Some of For- 
mica’s designs include picture mir- 
rors, in-built laundry hampers, twin 
bowls, step-ups for children, towel 
storage, unique medicine chests, and 
concealed plumbing. Write The 
Formica Company, Dept. AL&BPM, 
4501 Spring Grove Ave., Cincinnati 
32, Ohio. 


Jiffy Screen Painter; New 
Jiffy Roller Applicator 


The Jiffy screen painter, said to 
paint screens 10 times faster than 
a brush without blocking mesh 
squares, dusts the screens and 
spreads paint uniformly, getting 
complete coverage. It is especially 
engineered to apply water-thinned 


paints. Scientific grip is reported 
to eliminate hand fatigue experi- 
enced with ordinary brush. The 
new Jiffy roller applicator, also 
engineered for water-thinned paint, 
is lightweight, yet precision built. 
Actual width is 7 inches. It is a 
free rolling applicator with steel 
bearings; has seamless cover. Ac- 
cording to the manufacturer, the 
applicator gives an expensive-look- 
ing stippled effect to walls and ceil- 
ings, leaves no unsightly brush 
strokes or hairs. Write A. B. Carl- 
son & Co., Dept. AL&BPM, Aurora, 
Ill. 


New Picture 
Window Units 


The Malta Manufacturing Com- 
pany has a three-page illustrated 
folder featuring the new Malta 
Picture Window Units now in full 
scale production. Fully modular 
for masonry, veneer, frame and 
block construction, the new window 
frames combine both beauty and 
adaptability to, any wall thickness. 
The *%4-inch inside blind stop not 
only strengthens the entire frame 
and assures proper alignment, but 
also anchors the jamb to the stud- 











ding and assures a proper plaster 
ground. Special feature of the win- 
dow is its complete versatility, be- 
ing available with either casement 
or double-hung side windows. Al- 
though the new Malta is normally 
designed for Thermopane, plate or 
double strength glass may be in- 
stalled if wide stops are used. 
Either Thermopane or plate may 
be set directly into the frame where 
greater glass area is desired. The 
sash may be shop glazed. All hard- 
ware supplied with the Malta 
frames is of heavy duty type avail- 
able in two different styles. Any 
Malta Picture Window, according to 
the manufacturer is easily convert- 
ed into a bay window frame wher- 
ever plans call for such an instal- 
lation. Write The Malta Manu- 
facturing Company, Dept. AL&- 
BPM, Malta, Ohio. 





PARKER’S 
PRIMERLESS 
PUTTY... 


the 
“school of experience’ — many 
years of service to the building 


has been time-tested 


industry. 


For a tight seal that resists in- 
filtration of moisture and cold air 
and prevents loose, rattling glass— 
there is no satisfactory substitute 


for high quality putty. 


PARKER'S 
PRIMERLESS 
is high quality 
PUTTY 


80 years of service 
to the sash and door 
industry. 
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IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 


ON ALL 





Write for free sample 
of CHROMTRIM #7010. 


R. 0. Werner (o., Inc. 


295 Fifth Ave. + 


“The Edge You Need... 


1/4" MATERIAL ” 


Ten for all-around utility, CHROMTRIM’S 
#7010, %4-in. quarter round cove moulding 
is the ONE shape that always gives you “the 
edge that you need.” It can be used in the 
place of wood. . 


. and gives you an “extra 





r 7 

Applications Galore 

. and you'll discover 
more! 


Use it as cove, an edg- 
‘ing ...as a trim on any 
Ya-inch material! Made- 
to-order for acoustical 
tile, wallboard, linoleum, 
plywood and all similar 
working materials. 








New York 16, N. Y. 
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“Wale ialiathmmiomcaicia 


takes up less room than 
standard lengths. 


GROUND FLOOR OPPORTUNITY! 


for quicker turnover, better profits, 



















© EASY TO HANDLE... 
saves handling time both in 
the yard and on the job. 


stock Dierks end-matched pine flooring | 





© COSTS LESS... 

cheaper than standard 
lengths; a grade for every 
need, 












REDUCES INVENTORY... 


you stock less lumber—yet 
you can fill any bill. 





SAVES LABOR... 
a builder favorite because 
there’s no sawing or squar- 
ing to do. 















Next time order Dierks end-matched pine floor- 
ing and cash in on popular demand for this 
quality flooring. Customers prefer it—you’ll 
find Dierks end-matched as easy to sell as it is 
to stock. It’s a real profit-builder. 





REDUCES WASTE... 


lays faster; no cut-offs to 
throw away. 





















MAKES SMOOTH TIGHT FLOORS... 


perfect match at sides and 
ends gives smooth “one- 
piece” effect. 


Dierks 


Dierks Bldg. 


FREE: a high-grade thermometer mounted on a 
specimen of Dierks end-matched pine flooring. 
Dealers east of the Rockies send 25c, coin or stamps, 
to cover cost of wrapping and postage. 


LUMBER AND COAL COMPANY 


1006 Grand Ave. Kansas City 6, Missouri 


PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 
kkk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 






















xx 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 





*Thompson Falls Lumber Company, Thompson Falls, Mont. 
* Member Western Pine Association 






Telephone 71 





Daily Production 190,000 Feet Kiln Dried Lumber 








— 
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New Plywood Calculator 


Aetna Plywood and Veneer Com- 
pany announces a plywood footage 
calculator that is said to be the 
first of its kind ever devised for 
the industry. The new calculator 
simplifies footage and price calcu- 
lations to an accuracy of 1/6 of 
1% and in one quarter of the time 
previously needed. The _ easy-to- 
read scales quickly enable any per- 


aa PLYWOOD 
= hs 


cua foolase 





son without any previous experi- 
ence to accurately make various 
computations. One scale transforms 
the inch dimensions of plywood 
into square feet. A second scale 
takes the price per square foot and 
gives total cost for any number of 
square feet. A third scale computes 
mark-ups and discounts based upon 
cost prices. An added feature of 


the new Aetna calculator is that 
it also computes lumber footage. 
The vast amount of data that has 
been assembled and printed on this 
small calculator enables anyone 
working with wood or plywood to 
get the exact footages and costs 
without doing a tremendous amount 
of pencil figuring. Write Aetna Ply- 
wood & Veneer Co., Dept. AL&BPM, 
1732 Elston Ave., Chicago 22, IIl. 


Orange Metal Bi-Passing Door 


The Orange -Metal Bi-Passing 
door is said to offer tremendous 
savings in construction costs ... 
space and time in single and mul- 
tiple dwelling units and wherever 
closets are needed. The door elim- 
inates cost of studs, plaster, and 
hardware. It takes only a half hour 
to install . . . the buck, track and 
panels are precision built and fitted 
at the factory. (Buck and panels, 
however, for convenience at the 
job site, are shipped in sequence of 
installation). Feather-touch con- 
trol slides the Orange Metal Bi- 
Passing Doors smoothly back and 
forth on ball-bearing rollers. Rub- 
ber bumpers cushion sliding panels 
at door jambs and each panel has 
two felt sound-deadening pads at 












































Craig M: Mouritaiiy ‘Lumber Co. 
SEE Te is 
Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 








Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 











top. All exposed butt-joints are 
welded satin - smooth. Frame 
matches standard Orange door 
frame and is painted with red 
oxide primer. Panels are primed 
in pastel shades. With this door, 
4 to 6 square feet of room space is 
saved because door swing is elimi- 
nated. Write Virginia Metal Prod- 
ucts Corporation, Dept. AL&BPM, 
Orange, Va. 


Combination Power Lawn 
Mower & Pneumatic Cleaner 


Designed by a firm with 42 years’ 
experience as pneumatic and me- 
chanical engineers, the Houston 
combination power lawn mower 
and pneumatic cleaner is a gaso- 
line-engine-driven machine that 


will mow and clean lawn in one 
operation. It collects the grass as 




















fast as it is cut and also collects 
the leaves and trash in the same 
operation. A special feature pre- 
vents cutter from cutting grass 
too short on higher spots. Tricycle 
type wheels make the machine ex- 
ceptionally maneuverable and easy 
to handle. Write Houston Blow 
Pipe & Sheet Metal Works, Dept. 
AL&BPM, Houston 1, Tex. 


Lithogen, a New 
Protective Coating 


The newly formed Lithogen Cor- 
poration will immediately under- 
take the marketing of a new pro 
tective coating, Lithogen. 

The base of this product is 4 
specially processed synthetic rub- 
ber, compounded with fine mineral 
particles and plastic resins. Accord- 
ing to officials of the company, 
Lithogen will write a new chapter 
in the history of the paint industry. 

Lithogen will be marketed in 
three formulations—each designed 


March 26, 1949, AMERICAN LUMBERMAN. & 








Jif 
spr 
ove 
get 
age 
me 
A: 
ing 




















are 
ime 
aoor 

red 
imed 
door, 
ce is 
limi- 
 rod- 
3PM, 


ir 

rears’ 
- Mme- 
uston 
ower 
gaso- 
that 
1 one 
SS as 





ollects 


/ same 
e pre- 
grass 
ricycle 
ne ex- 
d easy 
Blow 
Dept. 


n Cor- 
under- 
w pro- 


t is 4 
ce rub- 
nineral 
Accord- 
mpany, 
shapter 
dustry. 
ted in 
osigned 


MAN. & 






Mitty 
SCREEN PAINTER 
and DUSTER” 


SELLS ON SIGHT 
Nationally Advertised 


AN EASIER WAY 
TO PAINT SCREENS 












Jiffy dusts screens and 
spreads paint uniformly 
over screen in jiffy time, 
getting complete cover- 
age. No clogging of 
mesh. No mussed places. 
A self-selling, fast mov- 
ing, big volume item. 


Every home and farm 
owner a prospect 
Helps you sell more 
paint. Colorful wrap- 
per shows how Jiffy 
paints screens 10 
times faster than a 
brush. 








Especially engineered to apply water-thinned paints. Makes 
anyone an expert painter. Approved by the world's leading 
paint manufacturers and users everywhere. Sell one with every 
can of water-thinned paint Big turnover and profits cn small 


stock investment 
Sify screen parca 


Mends screens neatly, quickly, economically. 






Counter display package delivers sales story 
at a glance. Put one on ycur counter for fast sales 
and profits 


See your Jobber — or Write Direct 


A. B. CARLSON & CO. 


Aurora 9, Illinois 








N 


NOW — Oak Flooring 
in Mixed Cars 


With Y.P. Items 


Beautifully manufactured Oak 
Flooring from our brand new 
plant. Made from our own 
choice Oak timber. Plus your 
needs in Yellow Pine dried in 
our new, modern kilns. 


Order a Scotch mixed car today. 
{lso A.D. Southern Hardwoods. 


SOUTHERN PINE 
SOUTHERN HARDWOODS 





SCOTCH LUMBER CO. 


FULTON ALABAMA 
| Mined Cars a SpecialtyeMember SPIB and NHLA 
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easier and 


faster 
because it has 
TRUE 


PORTER-CABLE 


LEM 


SAW 


Without a doubt, Speedmatic is the outstanding saw 
on the market today! Its BALANCED design attracts 
more customers. Its BALANCED operation quickly 
sells those customers. And YOU hit a new high in 
volume sales! 


Simple BALANCE TEST 
proves Speedmatic superior! 


Stand the Speedmatic upside down 
on its handle. Put a full glass of 
water on extra-broad shoe. Start 
motor. Blade speeds up to 7000 rpm 
—but NOT A DROP OF WATER 
SPILLS—no jerk or twist from 
starting torque! That’s true-balance! 
It’s a dramatic demonstration you can make for cus- 
tomers at your own tool counter. 


Why Customers Prefer the BALANCED Speedmatic 


Handle is on top for easier handling and guiding. 
Extra-broad shoe keeps saw in steady, upright posi- 
tion. Balanced helical gear drive delivers 11% more 
power to blade. Cutting line is always visible—even 
for bevels. Big micrometer screw for accurate depth 
adjustments. And these are only a FEW of the bal- 
anced features in the Speedmatic. 























VANTAGE NOW 
= of this BIG sales Opportunity! 
Speedm maker. Four saws.» + 
id peat nas x : momen floor sande va two 
edgers . . « Router, shaper 
All backed up by 4 u 


WRITE TODAY for Distributor Proposition 


PORTER-CABLE Machine Co. 


1643 N. SALINA ST., SYRACUSE, N. Y. 
Makers of SPEEDMATIC and GUILD Electric Tools 
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for definite types of application: 
1) (Smooth finish) for walls and 
ceilings; for exterior or interior 
surfaces of wood, metal, all types 
of masonry, composition boards and 
asbestos siding. 2) (Granular fin- 
ish) for use on all the above men- 
tioned surfaces (exterior or in- 
terior), wherever a textured, fine 
stucco-like finish is desired. 3) 
Lithogen floor enamel—for floors 
of wood, metal, concrete, composi- 
tion board exterior or interior. De- 
signed for surfaces subjected to 
heavy traffic. Each can of either 
smooth or granular Lithogen will 
carry the following certification on 
the label. Tests by United States 
Testing Co., Inc. have resulted in 
their certification of these out- 
standing features of Lithogen. (1) 
excellent durability and weather- 
ing characteristics (2) great re- 
sistance to water penetration (3) 
resistance to efflorescence (forma- 
tion of salt crystals on masonry 
surfaces) (4) prevents rust spots 
from “bleeding” through (5) 
Lithogen may be applied over 14 
day old plaster (6) satisfactory 
vapor transmission prevents peel- 
ing off due to hidden moisture in 
walls (7) “Fire Retardant” under 
rating of Navy Specification 52D11 








for 58 YEARS 


OZAN PINE 


has been delivering 
SATISFACTION TO 
CUSTOMERS 


Ozan is operating on a sus- 
tained-yield basis—and expects 
to be able to serve customers 
indefinitely. 








OZAN LUMBER CO. 


PRESCOTT, 
1I89l IN TINT 1949 






(8) not affected by most acids, 
alkalis and salts (9) may be applied 
in temperatures as low as 35°F. 
(10) excellent adhesion (11) non- 
toxic (Lithogen may be used on 
swimming pools, cisterns, food stor- 
age rooms, dairies, etc.). Write 
Lithogen Corp., Dept. AL&BPM, 
10 E. 40th St., New York City. 


Bird Introduces 
Heavyweight Shingle 


Promised as the answer to the 
demand of architects and builders 
for a heavyweight, massive-appear- 
ing asphalt shingle with triple cov- 
erage, the new Architect Shingle 
was recently introduced by Bird & 
Son, Inc. It has three desired fea- 
tures: thickness of butt approxi- 
mating slate, heavy weight, and 
triple coverage. To achieve the 
first two elements, a heavier felt 
and more asphalt saturant and coat- 
ing are employed in balanced pro- 
portion. This is being re-enforced 
by an initial surfacing of standard 
granules and a coarse granule over- 
lay portion on the butt. The coarse 





granules have been a Bird “ex- 
clusive” for many years. They add 
greatly to the distinctive appear- 
ance and durability of this shingle. 
The weight of the Architect is 290 
lbs. per square. It is a 15” 3-in-1 
strip, laid 5” to the weather, giving 
the extra protection of triple cov- 
erage and a 5” headlap. Write Bird 
& Son, Inc., Dept. AL&BPM, East 
Walpole, Mass. 


4x4 Ft. Flexboard Sheets 
Now Available 


Johns-Manville has announced 
that plain sheets of asbestos Flex- 
board are now available in a new 
4 by 4 ft. size. Each package will 
contain two sheets (32 sq. ft.) 
weighing approximately 40 lbs. per 
package for the 1% in. thickness 
and 56 lbs. for the 3/16 in. thick- 
ness. This new 4 by 4 ft. sheet 
will eliminate much extra cutting 
on the job particularly for ceiling 
work in new homes, commercial es- 
tablishments and industrial plants. 
Flexboard is the J-M asbestos-ce- 
ment board that is applicable to 
either curved or straight surfaces 
and may be used on exteriors as 





well as interiors since it is excep- 
tionally resistant to fire, weather 
and wear. Besides the new 4 by 4 
ft. size, Flexboard continues to be 
made in plain sheets 4 by 8 ft. by 
14 in. or 3/16 in. and in tile scored 
sheets 4 by 4 ft. by % in. thick. 
Write Johns-Manville, Dept. AL&- 
BPM, 22 East 40th St., New York 
16, N. Y. 


Dutch Door Quadrant +3101 

A new product recently added to 
the rapidly expanding line of 
Builders Hardware is the No. 3101 





Dutch Door Quadrant. This attrac- 
tively finished product is available 
in dead black, H.P.I., bronze, 
nickel, and chrome finishes. Write 
the Standard Bronze Company, 
Dept. AL&BPM, Bayonne 8, N. J. 


"33" Glazing Compound 
Remains Permanently Elastic 
Armstrong’s “33” E-L-A-S-T-I-C 
Glazing Compound, now nationally 
advertised for the first time, is 
used in place of putty for glazing 
windows and doors, both wood and 
metal sash. It will not dry out or 
harden in its container. A home 
owner or contractor can use part of 


‘ acan of “33” today, the remainder 


later, and he will find the “33” 
Compound at the bottom of the 
container of the same easy-to-apply 
consistency as at the top. The com- 
pound is permanently E-L-A-S- 
T-I-C. It expands and contracts 
with temperature changes; will not 
get rock-hard, chip, crack or loosen 
in service. It can be painted im- 
mediately after application. Write 
for folder—The Armstrong Com- 
pany, Dept. AL&BPM, 4065 S. La 
Salle St., Chicago 9, IIl. 
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Lumber 
_Market Analysis 


Current Statistics on 
Output and Distribution 


LUMBER shipments of the 425 mills reporting to 
the National Lumber Trade Barometer were 3.9 per 
cent below production for the week ending Mar. 5, 
1949. In the same week new orders of these mills 
were 8.2 per cent above production. Unfilled order files 
of the reporting mills amount to 37 per cent of stocks. 
For reporting softwood mills unfilled orders are equiv- 
alent to 25 days’ production at the current rate 
and gross stocks are equivalent to 65 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 3.2 per cent above production; orders 
were 14.2 per cent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 48.7 per 
cent above; shipments were 20.7 per cent above; 
orders were 46.4 per cent above. Compared to the 
corresponding week in 1948, production of reporting 
mills was 11.8 per cent below; shipments were 18.1 
per cent below and new orders were 16.8 -per cent 
below. 


Western Pine 


The 108 mills reporting to the Western Pine As- 
sociation for the week ending March 5, 1949, cut 42,- 
641,000 feet. The same week a year ago the cut 
totaled 49,430,000 feet. Shipments amounted to 47,- 
585,000 feet compared to 57,986,000 feet last year. 


Severe Winter Weather Cuts 
February Output of Douglas Fir 


DOUGLAS FIR lumber output still reflects effects 
of the most severe winter in over half a century, 
according to Harris E. Smith, secretary West Coast 
Lumbermen’s Association. February production totals 
lag behind the five-year averages. 

Closure of many hundreds of small sawmills because 
of a shortage of logs accounted in part for the re- 
duced cut, he said. February weekly production of 
143,098,000 board feet was 92.6% of the 1943-1948 
averages, 

“Reports from most sections of the fir region of 
Oregon and Washington,” Smith stated, “indicate that 
logging will be resumed in substantial volume by April 
1. It will be nip and tuck whether depleted cold decks 
and log inventories will last until spring logging gets 
under way. Deep snows have delayed logging camp 
openings several weeks beyond normal.” 

February lumber shipments averaged 138,474,000 
board feet weekly, up 13 million weekly over January, 
but shipments fell behind both orders and production 
for the period, Smith said. 


In the Market Centers 


TACOMA—For the first time since the commence- 
ment of the recent cold spell all mills here are reported 
operating. Shutdowns in some instances had ex- 
tended for three months or longer. Closures were 
atiributed both to adverse weather and the lethargic 
mi rket. The latter situation has not improved mate- 
riacly, but operators are hopeful that better weather 
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“Sure, your profits grow on 
trees, when you sell plywood from 
Williams, says Williams Plyboy. And it 
isn’t magic . . . for what combination is 
better than finest quality fir and hard- 
wood plywood that is priced right for 
profitable resale? And what jobber 
gives you more and better service than 
Williams? Hundreds of dealers have 
found Williams service pays off. Have 
you? Phone or write, now!” 


LINCOLN 3342 


WILLIAMS 


PLYWOOD CoO. 





222 CHAMBER COMMERCE BLDG. - INDIANAPOLIS 





















FLOOR CONDITIONING 
EQUIPMENT 


Buy these leaders in design and per- 
formance—thru a single manufacturer. 


FLOOR EDGER 
No. FE 1 


POLISHER 
No. FP 1 
No. FP2 


SEND FOR COMPLETE CATALOG OF 


Rod Devil, 


TOOLS, ACCESSORIES, and MACHINES 





RED DEVIL TOOLS, IRVINGTON 11,N. J., U.S.A. 
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iid 


Poor 


Take your choice. . 


NAILED-&-BOLTED or 
GLUED 








ARCHES @ BEAMS @ BOWSTRINGS 


AMERICAN  ctte:s ou 


~ « ee 





A wide selection of popular roof designs . 
best in nailed-and-bolted bowstrings, crescents and 
belgians, plus glued beams, trusses, and arches. 
(Superior glue process — developed in our newest 
plant ... Controlled temperature, uniform pressure, 
during setting period.) 


Write for literature that describes the most widely 
used trusses — AMERICAN! 


AMERICAN Roof Truss Co. 


William and Raymond Waddington 


6854 Stony Island Ave., Chicago 49 .. . Plaza 2-1772 


eee @ © © © © ESTABLISHED 1922 ®@ ® ® © e@ @ @ @ @ 
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‘od Chimney 


FOR ANY ee 


FurnisHed complete, ready for installa- 
tion. SAFEST Chimney ever built, 
Underwriters’ Lab. approved for ex- 
treme firing—FHA acceptance. All fuels 
— Light weight, needs no foundation. 
Suspends from ceiling or floor joists. 
A lifetime chimney — tile lined — insu- 
lated. Costs third to half less than 
brick. Easily installed, summer or win- 
ter, by anyone in 3 to 4 hours. Imme- 
diate -delivery. 


® A Packaged Product 
® Protected Territory 
® Nationally Advertised 


WRITE FOR FREE BOOKLET 


_VAN-PACKER CORPORATION 
3 134 South Clark St., Chicago 3 
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conditions will prove to be something of a stimulant. 
Resumption of production has cut heavily into already 
curtailed log supplies. However logging camps also 
are starting to resume and this situation is not ex- 
pected to continue much longer. 

Reports from the nearby Centralia-Chehalis-W in- 
lock area are that logging camps there are about 85 
per cent in operation again. In some districts re- 
sumption of logging depends on lifting of restrictions 
on roads. Some districts still report heavy snow on 
the ground and it may be May 1 before all camps 
are reopened. The West Fork Timber Company here 
this week received 10 carloads of logs from the Ash- 
ford district and 12 carloads from the Tillamook Burn 
in the Columbia River district which aided materially 
in relieving the log situation. Waterborne lumber 
movement is showing definite improvement. This is 
particularly true of European cargoes, as well as 
those destined for Australia and the Orient. 


KANSAS CITY—tThe Southwestern lumber indus- 
try has its share of production and distribution diffi- 
culties in February, as the inclement weather cur- 
tailed operations in both departments. Observers said 
that were it not for the reduced cut and movement 
caused by the weather, prices would have shown 
some weakness. As it was, prices generally were firm. 
Inquiries were slow and indications were that the 
spring replacement business may not be as pro- 
nounced as had been anticipated. 


Some mills have accumulated inventory, and in the 
case of the smaller mills, price differentials of $10 
to $15 a thousand are reported from the lists of the 
major operators in the district. For example, one of 
the larger mills with headquarters here yesterday 
sold No. 2 yellow pine boards at $78 a thousand, yet 
price lists of a small mill showed offerings at $70 for 
a like specie and grade. 


The same was true in dimension stock, with 2x4s 
bringing as much as $81 with the larger mills and as 
little as $70 with some of the small mills that have 
distress inventory. 


BALTIMORE—Total building permits for the met- 
ropolitan district of Baltimore amounted to $5,787,769 
in February compared with the $3,770,907 for the 
same month of 1948, a tabulation showed today. 

Of the $5,787,769 total, $3,591,970 was the con- 
struction of homes and apartments. In February of 
last year, the latter amounted to $2,727,425. 

Cumulative total of value of permits for the first 
two months, however, is under January and February 
of 1948. Last year, the two-month total was $11,645, 
689; for 1949 thus far the total is $9,234,116. 

There has been little or no change in the lumber 
market in the past two weeks. Although the big con- 
struction season is nearer, the market has been very 
Sluggish as it has all winter. 

Neither wholesalers nor retailers are heavily 
stocked in Southern pine, for example, and they are 
not inclined to add in spite of freer offerings of late, 
some at price concessions. 

Fir from the West Coast is somewhat firmer, thus 


giving Southern pine a little more of its competitive 
advantage. 
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SCHUBERT Picket Cutter 


ADJUSTABLE FOR 1" TO 4" PICKETS 


Cuts Gothic pickets quickly, accurately, with no further finishing or sanding 
required. Hand operated ... anyone can use it! Utilize odds and ends for 
pickets. Heavy casting, durable, will serve you year after year. Order at once 
... delivery 30 days... have this to take care of spring trade. SEND CHECK 
WITH ORDER. Net price $47.50 f.0.b. Wilmette, Illinois. (Where state sales 
tax applies, add tax.) 


H.A. Te HUBERT of PRB EoD Etat tT to 
ALOR IEV) beaten ae) a. Ga es Wilmette, Illinois 

















It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


lombeeCompanm. | MUAY a Leal) Lima. 
ee an tt wissouRt 


» Quality Lumber 
for 61 Years 








A California Sugar Pine 
Ponderosa Pine 
‘Western White Spruce. 


Cut Stock -- Mouldings 
Industrial Box Shook 


WINTON LUMBER SALES CO., Foséay “7ewer MINNEAPOLIS 2. MINN. 
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Sustained 
Yield 
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CASH-IN 


on these ==. 
PROFIT features 
of VENTO 


STEEL 
BASEMENT WINDOWS 













Ventilation: 


Well balanced ventilators insure 
effortless opetation in obtaining 


*the three positions of opening shown 
below. Can be fully opened from the 
bottom for coal delivery. Sash easily 
removed for washing or glazing. 


Vento Window Positions 















Top Ventilation 
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Removable hon 
Sash 


Weathertight: 


Double contact con- 
struction (shown at left) 
blocks wind or rain. 


Heavy-duty Construction: 


Sturdy channel frame _ provides 

maximum strength and rigidity. 
Available in three 
standard sizes for 
regular or putty- 
less glazing—screens and 
storm sash to fit. 







Write or wire for 
full information 


VENTO STEEL PRODUCTS CORP. 


249 COLORADO AVENUE 
BUFFALO 15, N. Y 











Names in the News 











AN EMERGING FORMULA FOR MINIMUM COST HOMES 


The recent Life Round Table on 
housing — the current survey of 
dealer merchandising practices being 
conducted by AL&BPM—the increas- 
ing numbers of industry-engineered 
houses being built by dealers—are all 
pointing toward an economic formula 
which is becoming increasingly ap- 
parent. 

Here is the évolving formula: 

Minimum ‘cost for individual 
new homes ‘is secured by the es-- 
tablishment,-of a single local man- 
agement overhead for the ware- 
housing, assembly, delivery, sale, 
construction, and completion of the 
new house project. be 

Whether it is a Levitt on. Long 
Island, a Burns at Los Angeles, a 
prefabricator in” Indiana, or lumber 





dealers building homes in middle bor- 
der towns,—wherever lowest cost for 
quality houses is found this formula 
seems to bob up. 

Perhaps this also explains the 
facts that nearly as many lumber 


‘dealers as contractors registered at 


the recent National Home Builders 
Show, and that the AL&BPM Sur- 
vey shows that 55 percent of lum- 
ber dealers are now accepting com- 
plete responsibility for new home 
sales. 

Forward thinking manufacturers, 
wholesalers and dealers will watch 
the widening application of this for- 
mula with intense interest and con- 
cern. 

ART HOOD, 
Editor 





New Book "Facts on Factoring" 
Now Available to Executives 


Company presidents, treasurers 
and other executives will be inter- 
ested in reading a book just pub- 
lished by Edmund Wright Ginsberg 
Corporation. “Facts on Factoring” 
contributes a variety of timely and 
thought-provoking facts for execu- 
tives responsible for financial and 
credit operations. 

Copies of the book may be obtained 
by writing directly to Edmund 
Wright Ginsberg Corporation, 100 
East 42nd St., New York 17, N. Y. 


Book Review—"Big Jim Turner" 
by James Stevens 


Any lumberman past 40 who fails 
to read Jim Stevens’ book, “Big Jim 
Turner” will miss a pleasurable nos- 
talgic and inspiring experience. 
James Stevens is Public Relations 
Counsel of the West Coast Lumber- 
mens Association. 

The book is not only a literary mas- 
terpiece worthy of its place on best 
seller lists, but the story itself holds 
the reader from beginning to end. 

Obviously autobiographical in part, 
it has that universality of shared ex- 
perience that takes the reader back 
to his own youth and early man- 
hood. It could have been named 
“The Road to Maturity”—or:. such— 
because the common struggle of men 
to climb to that desired eminence is 
portrayed fully, graphically and with 
poetic feeling. 

Jim Turner is a nineteenth century 
Iowa orphan who becomes temporari- 
ly a DP in Idaho, but soon the woods 
and mountains, streams and mines of 
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the Northwest absorb him and he 
becomes a passionate pilgrim of the 
great outdoors. Inevitably he finds in 
lumbering a spiritual and physical en- 
vironment that spells home. 

His subsequent discovery of the 
world of books develops a yearning 
for self expression that ultimately 
finds voice in poems of poignant 
realism. These are some of the very 
best pages of the work. 

Decidedly recommended reading.— 
[A. A. H.] 


Wilbur Lumber Co. Adds Floor 
Space for Special Millwork 

The Wilbur Lumber Co., West Allis, 
Wis., recently purchased the build- 
ing of Universal Milking Machine 
Co. in Waukesha as part of a general 
modernization and expansion pro- 
gram. The building will increase the 
company’s floor space about 30 per- 
cent, adding some 26,000 sq. ft. It 
will be devoted entirely to special 
millwork. 


Midland Valley Lumber 
Company in 25th Year 


The Midland Valley Lumber Com- 
pany with headquarters, offices and 
sales department at 508 North Grand 
Blvd., St. Louis, Mo., last November 
acquired a band mill at Clinton, La., 
located east of the river on the [IIli- 
nois Central Railroad. The band sawn 
output of both southern hardwoods 
and southern yellow pine, manufac- 
tured at the mill is in the process of 
seasoning and shipments are now 
commencing. This is a modern band 
mill and drying yard. According t0 
company representatives, great pains 
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have been exercised to put out a high Wa R A 
grade product and to properly season T E i L 
it with the use of a sufficient number 
N’S of sticks between each course of lum- 4 AN D i | N S 
ber, so that the lumber is drying out 
as reasonably flat and straight as it 
: is humanly possible to make it do so. 
iii In addition to its band mill at Clin- 
ton, La., Midland Valley Lumber owns 
and operates three circular mills man- 
ufacturing southern hardwoods and 
pine. 
bor- Since 1925 the Midland Valley Lum- 
t for ber Company has been operating a 
mula dozen or more portable mills devoted 
exclusively to the manufacture of 
the cedar lumber. The mills are scattered 
mber throughout Kentucky, Tennessee, Ala- 
1d at bama, Mississippi and Arkansas. A 
iIders large wholesale department is also 
Sur- conducted by the company in St. Louis. 
lum- The concern was organized in 1924 
com- and is now in its 25th year. Officers of 
home the company are Stuart A. Wetzel, 
president; William E. Wetzel, vice- 
urers, president; John J. Shortal, secretary- 
watch treasurer; Ray R. Greiwe, sales man- 
5 for- ager. 
con- 
Fire Destroys Main 
OD, Building of Filmore Lumber 
iditor Fire destroyed the main building 
of the Filmore Lumber Co., East .De- 
troit, Mich., causing damage esti- 
a te mated at more than $100,000. The 
sf the fire was first discovered in a small 
nds in office at the front of the building. Fed 
al en- by piles of lumber and large stores of 
paint, the blaze soon swept through 
f the the main shed. Firemen were greatly 
arning hampered by the exploding paint. 
nately 
sn Lumite to Exhibit 
e very in 67 Shows in 1949 
“Lumite”, the plastic home and in- 
ling.— dustrial screening, will be exhibited 
at 67 national and regional home and 
trade shows in 1949, James W. Vee- 
loor der, advertising manager of the 
C Lumite Division of the Chicopee 
t Allis, Manufacturing Corp., announced. The a | 
build- schedule covers 52 trade shows and mm =—em TACKLE THOSE HANDLING COSTS! 
achine 15 home shows. “Lumite” will be fea- A i} It is one of the surest ways to protect and increase 
reneral tured in its own booth in many of profits, say Industry’s wisest counsellors; and one:of the 
| pro- the shows, and in others will be few remaining opportunities for appreciable savings. 
- the shown in booths of distributors. WRITE FOR The Clark Method expands the capacity of any business 
f fy Amtico Expands Plant Waterial by speeding up the flow of material. It increases storage 
special Robert G. Marcus, secretary of the Handling VYews oe —— Pp ns a & i a ee demur- 
American Tile & Rubber Company, s at : rage an costly accl ents. It is good common-sense— 
Trenton, N. J.—manufacturers of —“must’’ reading. and now is the time—to CONSULT CLARK. 
Amtico Rubber Flooring recently an- 
nounced completion of a new addi- 
» Com- tion to the Amtico plant. 4 ELECTRIC AND GAS POWERED 
es and \nticipating increased demand of 
Grand Amtico for private homes and public im @) 4 °4 TRUCKS 
vember buildings, — of its — = 
a Sorbing and underfoot comfort quali- 
“ws i ties, the company has planned an AND INDUSTRIAL = TOWING TRACTORS 
'd sawn extensive reorganization and_build- _ 
‘dwoods Ine’ program. This new, modern ad- 
enutal dition is the first unit of that expan- 
cess of sion plan to be finished. The new 
—- 2 ding, which adjoins the present 
mm band - it, will speed production, provide 
ding to spece for research in new and re- INDUSTRIAL TRUCK Div., CLARK EQUIPMENT COMPANY sattce cREEK 40. MICH. 
i pelle lated products and give more room REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 
for new laboratory equipment. AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
Cc 
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Kwikset Locks, Inc. 
New Name for Gate-Way 


Kwikset Locks, Ine., is the new 
name for Gate-Way, Inc., Anaheim, 
Calif., manufacturers of Kwikset 
doorlocks, and other builders’ hard- 
ware, according to Adolf Shoepe, pres- 
ident. 

“Because we are embarking on a 
strong advertising and public-rela- 
tions program, we feel that closer 
identification between the product and 
the company can be achieved by 
changing the name at this time,’ Mr. 
Schoepe declared. 

The lockset company in a recent 


expansion move, located its new, mil- 
lion-dollar factory at 516 East Santa 
Ana Street, Anaheim, Calif. 

Petko Industries, Inc., 1107 East 8th 
St., Los Angeles, continues as exclu- 
sive distributor of Kwikset products. 


Armstrong Cork Reports High 
Profits; Tells Employes 


H. W. Prentis, Jr., president of the 
Armstrong Cork Company, Lancas- 
ter, Pa., reported in the annual state- 
ment sent to stockholders that net 
profits on 1948 operations in the 
United States, after taxes, reached 
an all-time high of $11,567,524 on a 
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volume 

The 1948 profits com- 
pare with net profits of $9,648,592 
for 1947 on a sales volume of $14:,- 


record domestic sales 


$173,088,849. 


971,154. The net profit for 1948 rep- 
resents a return of 6.7 percent on 
sales, the same as in 1947. 

The company is reporting its 1948 
operations to employes by means of 
a simulated record album which con- 
tains an unbreakable miniature viny] 
phonograph record and a_ written 
analysis. The recorded portion of 
the report is a three-minute spoken 
analysis by President Prentis. 

Each of Armstrong’s employes has 
been mailed a copy of the album 
containing the 7” record. Mr. Pren- 
tis’ spoken report is intended to sup- 
plement the brief report which the 
album contains. The report is en- 
titled “The Record of a Record Year.” 
As usual, the employe’s report states 
that any individual employe may ob- 
tain the complete annual report of 
the company’s 1948 operations upon 
request. 


ARDWOODS 


Fiddes-Moore Moves 
Sales Office 


The sales and service office of 
Fiddes-Moore & Company, midwest 
building supply distributors, will be 
moved April 1. from the present ad- 
dress at 205 West Wacker Drive, Chi- 
cago, to 4950 State Line Ave., Ham- 
mond, Ind., the location of the 
company’s warehouse. The move is 
intended to provide faster, more ef- 
ficient handling of inquiries and or- 
ders from dealers. 

Don Fiddes and Ike Moore will 
head the new sales office at Ham- 
mond while Emory Moore and Jack 
Fiddes will remain in charge of the 
Chicago headquarters office. 


HERN PINE AND MPECIALTY 


CARS _A 
MEARS. OF SERVICE TO | 
LUMBER DEALERS 


Sales Office — KELTYS, TEXAS 
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James Farley to Head 
General Builders Supply 


James A. Farley, a founder of 
General Builders Supply Corporation 
in 1929 and chairman of the board 
of directors since 1946, has _ been 
elected president of the company to 
succeed the late John P. Kane. He 
will continue as chairman. 

Mr. Farley was president and a di- 
rector of the company from its in- 
corporation in 1929 until March, 1932 
when he resigned to become Post- 
master General of the United States. 
He resumed his association with the 
corporation in 1946 with his election 
as chairman of the board. General 
Builders Supply Corporation is en- 
gaged in the building materials busi- 
ness in the New York City metropoli- 
tan area. 





the COMPLETE 
line of PLASTERING ACCESSORIES 


STRIPITE 


CORNERITE 


For example, CORNERITE, a narrow strip of 2.5# painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5+ painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 
These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 





Companies Announce 


Two managers of retail lum- 
PENN METAL ComMPANY, INC. ber yards and _ building — supply 


General Sales Offices: 205 East 42nd Street, New York 17, N. Y. stores in The Diamond Match Com- 

litres. pany’s New England Division have 
Philadelphia Chicago received citations for “meritorious 
service.” They are Paul B. Cava- 
naugh of Milton, Mass., and H. B. 









80th PENMETAL 
YEAR 





Boston 
Seattle 


New York Detroit Titel Tolale] olelity 


Parkersburg, W. Va 


Los Angeles 


MTom aaeliatice Dallas 
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Capacity 20” x 8” 






















KMRiEEFS 
ALUMINUM 


Siding Corners 





@ F.H.A. approved 


@ Sturdy — .020 thickness — not 
less than half hard. 


@ Cannot rust 


@ Will hold paint 











Prompt shipments are being made on our aluminum 
siding corners. Pioneered by KEES, they have been en- 
thusiastically received by the trade. We find it difficult to 
keep up with demand, but have been assured of good 


material supplies by the mill. 


Also Galvanized Steel Wall Plugs and Wall Ties, and 


other light building hardware. 


Since 1874 


Order from your Wholesaler, or 


WRITE TO: 






Beatrice 








F. D. KEES MFG. CO. 


Nebraska 





iia 


LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woobpD 

PLANER 


One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


tions of this machine will 
convince you that the BUSS 
No. 208 brings to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8" 
-apacity with speed and accuracy. It's ideal for the small shop, 
‘ll or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
atures. Available in various feed rates. Write for price and 
mplete information, NOW! 


PLANER SPECIALISTS. 
238 EIGHTH ST. 


CHINE WORKS HOLLAND, MICHIGAN 


LDING Propucts MERCHANDISER 


One look at the specifica- 





IJucrease Your Sales 











‘BLYWOOD« 


The “Easi-Sell’’ Display Cabinet is handsomely finished, comes 
stocked with 60 pieces of 30° x 60° hardwood plywood including 
Walnut, Birch, Oak, Gum and Mahogany. 


With the cabinets you get. . 
ADVERTISING MATS—help build your hardwood business. 
FURNITURE PLANS—sales makers that increase your service to 


the customer. 


Send for full information on zor aot Display Cabinet and 
Aetna’s Free ““TELEPLY TICK t. 
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» with ETNA’ | | 
- Hardwood 
: Plywood 
: Merchandiser 
| 
| 


e 
e Nowl Cash in 
¢ on hardwood plywood 
* sales. With Aetna’s 
* space-saving, plywood 
* merchandiser, the ‘‘Easi- 
* Sell’ Display Cabinet, 
* plywood sells itself, 
* builds a permanent re- 
peat business. 


price lis 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Phone ARmitage 6-7100 


Branch Warehouse: Grand Rapids 4, Michigan 
Sales Offices: Detroit, Mich.; Milwaukee, is.; 
Indianapolis, Marion, and West Lafayette, Ind. 

























































RAINY LAKE LUMBER CO. Ltd. 


Sales Office 


2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 


Se! "g the Pree 


cts of J. A. Matt 1. Lte Reiny Lake 


Hanson of Pawtucket, R. I. The 
presentation was made at a dinner 
at the Hotel Ambassador, New York, 
attended by Robert G. Fairburn, 
president; other top company execu- 
tives; and by the managers of the 
35 yards the company operates in 
Connecticut, Maine, Massachusetts, 
New Hampshire, Rhode Island, and 
Vermont. 


H. J. (Herb) Cox joined the Reeves 
Taylor Lumber Company, Eugene, 
Ore., on March 1. 


Cc. J. O’Neil of Spokane and Coeur 
d’Alene, Wash., has been appointed 
general manager of western logging 
and lumber operations for the Ohio 
Match Company with main offices in 
Wadsworth, Ohio. Mr. O’Neil has 
been superintendent of the firm’s 
Huetter, Idaho, sawmill and planing 
mill for the past 24 years. He suc- 
ceeds A. P. Bailey, general manager 
and vice-president for 28 years. Mr. 
Bailey is retiring but will continue as 
vice-president in an advisory capac- 
ity. J. A. Sanford, who has been 
office manager and purchasing agent 
for 24 years, was appointed assistant 
general manager. A. W. Crawford 
will continue as sales manager of the 
lumber department. 


W. C. McCaslin, general manager of 
Sewall Paint & Varnish Company and 
vice-president of American-Marietta 
Company, the parent organization, 


announces the appointment of Fred 
Cummins as manager of trade sales 
and factory branch offices, with head- 
quarters in Kansas City. Mr. Cum- 
mins, who was assistant sales manag- 
er for Sewall at the time of his ad- 
vancement, has been associated with 
the company for 16 years, in sales and 
administrative service. 


H. J. Sanderson last November 
purchased the interests of all other 
stockholders in the Sanderson Sup- 
ply Co., and is continuing to operate 
the company in Corpus Christi as a 
Texas Corporation. 


Albert Kreutter is now associated 
with C. W. Bodge & Co., Buffalo, 
N. Y., representing lumber manufac- 
turers. 


The Richkraft Company announces 
the appointment of Lincoln Wholesale 
Roofing Co., Inc., 35 Roetzer St., Buf- 
falo 11, N. Y., as a distributor for the 
complete line of Richkraft Building 
Papers. 


OBITUARIES 


Roy Stocking, former partner of 
the Stocking Brothers Lumber Co. 
in Evansville, Ind., died February 28 
at Key West, Fla. Mr. Stocking op- 
erated the lumber company for 15 
years before selling it about a year 
ago. 


Francis D. Holmes, in public reia- 
tions, Red Cedar Shingle Bureau, 
died March 1, following an operation 
at the University Hospital in Ann 
Arbor, Mich. 


Benjamin T. Day, 51, for many 
years active in hardware and lumber 
association activities, died February 
13 in a Greenville, S. C., hospital. 
Mr. Day was president of the Easley 
Lumber Company. At the time of 
his death he was operating the Day 
Hardware Company of Easley and 
was co-owner of the Seneca Hard- 
ware Company at Seneca. He was 
active in the Carolina Lumber Dealers 
Association for many years and was 
president of this association in 1941, 


Grant Dixon, 66, prominent lumber- 
man of Spokane, Wash., died Feb- 
ruary 23 at La Jolla, Calif. Mr. Dixon 
was president of the Western Pine 
Manufacturing Company, Ltd., and of 
the Exchange Lumber and Manufac- 
turing company, a partner in the 
Lincoln Lumber company, Lincoln, 
Wash.; vice-president of the Ellis 
Glazing company, Henrietta, Okla., 
and interested in other companies. He 
was past president of the National 
Wood and Box Association. Mr. Dixon 
was born in Cimarron, Kan., and with 
his family crossed the plains by oxcart 
in 1890. He entered the lumber busi- 
ness in Spokane in 1902. 








Knotty Norway Pine Paneling 


Spruce Log Cabin Siding in 


Spruce. 





GENUINE MICHIGAN WHITE PINE 
We offer for prompt shipment 


1x4 to 10" KD, S2S & CM with V edges. 
i x 6" & 8" i , a x 8" & 10" 
We can ship in mixed cars with Hemlock, Pine and 


We can kiln dry and millwork. 


TROUT CREEK LUMBER COMPANY 
Trout Creek, Michigan 





Now in Our New Larger Modern Plant at 5237 £. Marginal Way 


BURNER wit 
CONE GRAT 


*Burns 25°% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS—5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MERS. FLANGED & DISHED HEADS 


h 
E 


Straight a Sent Deller Tubes 
SEATTLE BOILER WORKS 


SEATTLE, WASH. 














HARDWOODS 


VENEERS 


154 Carroll St. 
CEntral 5250 








LUMBER for SALE 


SOFTWOODS 
DOMESTIC and FOREIGN 


LARGE STOCKS IN ST. LOUIS YARDS L 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


ST. LOUIS 4, MO. 





PLYWOOD 





trains. 














Lindsey 8-Wheel Tractor Wagons 


are ideal for tractor logging. They are used singly or in 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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Let Ferguson take care 

of your lumber needs 
-promptly, efficiently, 

satisfactorily. 


Ferguson has been 
satisfying buyers since 
1893. 


W. T. FERGUSON 
ST. LOUIS 1, MISSOURI 





Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 


Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 





Your inquiries will have our prompt attention. 





Available Now! 


AT GREEN BAY, WISC. 


| Car Dry Western Ponderosa Pine— 
S2S & S48. 4/4 Random Widths and 
Lengths, 3rd Clear 5,382'—4/4 RW&L 
Shop Common 29,251". 


AT N. KANSAS CITY, MO. 


| Car Dry Western Ponderosa Pine— 
S2S & S48. 4/4 RW&L 3rd Clear 10,486’. 
4/4 RW&L Shop Common 21,420". 


WRITE, PHONE OR WIRE 


Send us your inquiries for 
Anything in West Coast Woods 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 









The Ralph L. 


\ SMITH 


Lumber Company 


1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 





Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 





We also Manufacture and Wholesale 


Resawing 


Short Leaf Yellow Pine and 
Boards, Dimension big ne 
and Crating Stock in Transi 


CORINTH PLANING MILL COMPANY 
P. O. Box 501 CORINTH. -.MISS. Phone 368 
PLANTS AT: Corinth, Miss., Winfield, Ala. 








D. M. McCuintock Lumeer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., ‘Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 





— 














Bui_pING Propucts MERCHANDISER 








HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 





For prompt attention on your needs phone or write 


Miller & Company, Inc. 





Monufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and i aaecanb: TENN. 


Selma LD 9910 Phones 


1885 


69 











Norman G. Harding, 60, president 
of the Evansville Veneer and Lumber 
Co., Evansville, Ind., died February 
28 at his home. Mr. Harding estab- 
lished the Mobile Veneer Co. in Mo- 
bile, Ala., which was destroyed by 
fire in 1922. Instead of rebuilding, 
Mr. Harding accepted a position as 
general manager of the Evansville 
Veneer and Lumber Co. He pur- 
chased the plant in 1932 and devel- 
oped it into one of the largest and 
best equipped veneer plants in the 
nation. Mr. Harding had served as 
a director of the National Walnut 
Association and of the National Ve- 
neer Association. 


Arthur J. Boase, 56, for the past 
16 years manager of the Structural 
and Railways Bureau of the Portland 
Cement Association, died from a 
heart attack in his office February 9. 
Mr. Boase was an_ internationally 
known authority in the field of rein- 
forced concrete design. 


John Marion Dawson, 81, a retired 
lumberman, died February 10 at the 
home of his daughter. He had been 
ill for the past three years. Mr. 
Dawson was president of the Daw- 
son Lumber Company of Peru, Ind., 
for some 30 years, preceding which 
he was vice-president and secretary- 
treasurer of the R. A. Hooten & Daw- 
son Lumber Company, dealers of ex- 


port lumber. He retired from the 
lumber business about 20 years ago. 


Robert A. Hull, treasurer of John 
L. Conrad Sons, Inc., Port Carbon, 
Pa., died February 2. 


Jacob R. Oettinger, 63, prominent 
Greensboro, N. C. lumberman and civic 
leader, died January 8. Mr. Oet- 
tinger, a native of Kinston, went 
to Greensboro in 1906 and, along with 
his cousin, Eli M. Oettinger, estab- 
lished the Oettinger Buggy Company. 
In 1917 the two men organized the 
present Oettinger Lumber Company 
which they sold in 1946 to Wm. L. 
Hertford. Mr. Oettinger was a direc- 
tor of the Carolina Association a num- 
ber of years ago, and was always in- 
terested in its program of activities. 





1-E Open House Pulls New Busi- 
ness for Denver Dealer 





(Continued from page 33) 

tate correlation of these parts to 
the house. 

3) Using the modular approach. 

4) Dimensioning the building 
and positioning the openings to use 
minimum number of various ele- 
ments such as studs. 

5) Space-spanning with a four- 
foot module for length, width and 
height of interiors. 


6) Using structural members to 
the greatest advantage. 


Several features not called for 
by the original plan were added for 
increased comfort and _ livability. 
These included wall wardrobe and 
storage closets with gliding doors; 
study finished in knotty pine with 
built-in book shelves; corner pic- 
ture windows with flanking case- 
ments to take advantage of the 
mountain view; garage in full base- 
ment. 


This is believed to be the first 
Industry-Engineered home project 
in which students enrolled in light 
construction courses have actively 
participated in the construction of 
the house. Actual construction 
work, with the exception of certain 
jobs handled by subcontractors, 
was done by University of Denver 
students at prevailing union scales. 
Paul Brastine was student foreman 
assisted by Alvy Kennedy and Ray 
Garcia. Sam Thomasson, another 
student, did the painting and deco- 
rating. 


The demonstration home was so 
successful that the Stookesberry 
brothers are planning to build addi- 
tional demonstration homes at 
regular intervals. 
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Only No. 1 & 2 Clear and “C” Select 


Phone: GARFIELD 2997 
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THE ORIGINAL BUILT-IN MAILO-BOX 


in Harmony with the finest of Modern 
Architecture 


* 


Fits any wall thickness 


PONDEROSA LUMBER CO. [2 wice cence: . 


Wide ranges of designs and fin- 
ishes to conform with any type of 


outside hardware trim. 


Manufactured By 


Penn-Greg Manufacturing Co. 
2608 Bloomington Ave., Mpls. 7, Minn. 











Low Cost 


Toxic-Water Repellent Preservatives 


Chlorinated Phenol Toxic Base. Positive protection against Rot 
Fungi, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 


Write for technical data, tests, Samples, etc. 


CRE-O- id CHEMICAL C 0. 


Mm © MP el 
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CUT FLOOR COSTS 


10 TO 20% 


The big emphasis is now on low cost 
homes. 
20% on floor costs by recommending 
1" Third Grade and 10% on 2" 
Third Grade. 
We have for immediate shipment one 
car each of: 


25/32x2/4", 2” and 1'/2” 
33/32x2" and 1'/." 


Write — Wire — Phone — 


y Gee "WE | L 


You can save your customers 


Standard manufacture. | 


Lumber Co. } sre: 
Michigan 


Manufacturers 
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